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SENATE BANKING STUDY: The supervisory agencies lead off (See page 45) 


This _Month: 


COMPETING WITH “GIANTS” by Earle H. LeMasters 
HOW ONE BANK HANDLES MAIL DEPOSITS by Arthur J. Linn 
THE LIGHT-HEARTED BANK OF PUYALLUP by Paul W. Miller 





9C@- “HIIw*tOGuV NNY 
AUVHEIT Ivuanzy 


NVIITHIIN| 
JO ALISUTAINA 








but don’t forget the old 


As always, the new year will be greeted with rejoicing and 
with bright new hope. But congratulations and words of 
praise are in order for old 1956, too—especially for the 
accomplishments made during this 8lst anniversary year of 
the American Bankers Association. 
Through support of vital government fiscal programs as well 
as financial assistance to both industry and individuals, the 
American banker has completed another year of outstanding 
service to community and nation. His diligence and foresight 
have contributed immeasurably to the ever-increasing strength 
wf and unparalleled prosperity of America today. 
aed So while we look forward to the good things the future 
promises...let’s not forget the many achievements of the past. 
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People Are Funny 


Sirs: This is the story of the most 
unusual and unique check in the history 
of banking. 

It is the story of a $1,000 check painted 
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Hitch-hiked 1,500 miles 


on a 134-pound Texas watermelon, drawn 
against the account of the Parker County 
Melon Growers Association at the Fort 
Worth National Bank, Fort Worth, Tex- 
as, and made payable to Larry Bomer, 
a contestant on Art Linkletter’s NBC 
television and radio show, “People Are 
Funny.” 

On November 1, Walter L. Caraway, 
treasurer of the growers association and 
president of The First National Bank of 
Weatherford, Texas, signed the check. 
On November 7, at the “People Are 
Funny” show in Los Angeles, Larry 
Bomer, 28 year old baker from Van Nuys 
and a former Texan, was selected to 
hitch-hike the 1,500 miles to Fort Worth 
personally to present the non-negotiable 
melon check for payment at The Fort 
Worth National. 

After eight rides with total strangers, 
Larry Bomer and the watermelon check 
arrived in Fort Worth. When the Fort 
Worth National opened for business 
Monday, November 12, Larry with the 
check and watermelon in the toy red 
wagon, arrived at the bank for the cash- 
ing and photographing ceremonies. 

REED SASS, Vice-President, 

The Fort Worth National Bank, 

Fort Worth, Texas 
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Banking by Snorkel 


Sirs: The National Bank of Commerce 
promoted use of its recently-installed 
downtown Snorkel curb teller unit by 
having a late-afternoon dise jockey show 
"hte from the Snorkel for three 
ays. 

\l Cummings, disc jockey known in 
the Seattle listening area for his some- 
what zany antics, broadcast from the 
Snorkel, and ran a scavenger hunt (old 
Sperkplugs, grapefruit rind, a broken 
Elvis Presley record) with the Snorkel 
as the depository. 


De-ember, 1956 


The broadcaster joshed passing motor- 
ists, dished out $2 bills for prizes assisted 
by Snorkel Teller Betty Matthews, and 
in general proved the handiness of bank- 
ing by Snorkel. 

JEAN BAUMGARTEN, 

Advertising Department, 

National Bank of Commerce of Seattle 

Seattle, Washington 
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Swedish Banking System 


Sirs: Thank you for your favorable 
comments in your September issue on 
our booklet entitled ‘“‘The Swedish Bank- 
ing System.” 

We appreciated having this excellent 
summary published in your magazine 
and hope you will call on us whenever 
you think we can be of assistance on 
Swedish economic and financial questions. 

TORE BROWALDH, President, 

Aktiebolaget Svenska Handelsbanken, 

Stockholm, Sweden 
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Insurance Premium Plan 


Sirs: Our company, the John Hancock 
Mutual Life Insurance Company, has in- 
troduced an automatic, monthly-premi- 
um-payment plan as a convenience to 
policy owners. 

Under the new plan, called “Premium- 
atic,” a policy owner authorizes the John 
Hancock Company to draw monthly 
checks on his bank account to cover the 








An attractive 
added service for your depositors 





meee fen Hancock 
PREMIUM-ATIC PLAN 


for automatic payment of 


LIFE INSURANCE PREMIUMS 











Banks honor monthly checks 


insurance premium, authorizes his bank 
to honor these checks, and obtains the 
bank’s approval. 

The plan will be available for select 
ordinary policies and annuity contracts 
issued after October 31, 1956, with a 
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Mortgage Lending 


Sirs: This is to thank you for the 
excellent write-up in your November 
issue of my new book, “Mortgage Lend- 
ing: Fundamentals and Practices.” You 
will be pleased to hear that the book is 
being very well received, and I am sure 
the news story in Burroughs Clearing 
House will help stimulate the interest 
in it. 

W. R. BRYANT, Vice-President, 

American Trust Company, 

San Francisco 20, California 
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How your words might be 
compressed into “shorthand” sound 


waves for telephone transmission 


Any time we can speed your voice from telephone 
to telephone with less equipment you're bound to benefit. 


One possible way to do this is by a new transmission 
method which Bell Telephone Laboratories scientists are 
exploring. You might call it “electronic shorthand.” 


Actually, it’s a method by which samples are snipped 
off a speech sound—just enough to identify it—and sent 
by telephone to a receiver that rebuilds the original 
sound. 


The two charts on the right show how this can be 
done even with a short sound like “‘or.” 


Our scientists are putting further research into this 
idea, which could mean not only improved service but a 
more economical use of lines as well. Voices could be 
sent by fewer electrical signals. And more voices could 
be sent over each wire. 


It’s exploring and developing like this that make 
telephone service the bargain it is. 


Working together to bring people together 
BELL TELEPHONE SYSTEM 


YOUR EAR IS OUR CUSTOMER. Bell Laboratories scientist 
Homer W. Dudley, who originated the “electronic short- 
hand” method of sending speech. studies wave patterns 
made by sounds as you would ordinarily hear them over 
the telephone. To get these sounds from mouth to ear by 
telephone as quickly and efficiently as possible is our 
fundamental job. 


WW MW WW 


THIS IS THE SOUND “OR.” Chart shows how the oscillo- 
scope records vibrations of the sound “or.” Vibrations 
originate in puffs of air from the larynx when a word is 
spoken. Electronic machines don’t really need all these 
vibrations to recognize the particular sound. 


THIS IS ELECTRONIC SHORTHAND OF THE SOUND “OR.” 
One “pitch period” in three (as against all nine shown 
in upper chart) has been selected for transmission. With 
this system. three times as many voices could theoreti 
cally travel over the same pair of wires and be rebuilt 
into the total original sounds. 


Burroughs Clearing House 
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Liquidity Evaporating 

The financial managers of American 
business have seen corporate liquidity 
positions substantially eroded during 
1956, in view of the heavy capital ex- 
penditures and the additional funds 
needed for higher inventories, receiv- 
ables, taxes and dividends. 

By mid-year, the liquidity ratio of 
cash and Governments to current liabili- 
ties was down to 48 per cent for all non- 
financial corporations. Thus debts pay- 
able in one year or less were over twice 
the means of payment on hand. The 
comparable ratio at the start of the year 
was 54 per cent. 

Asset picture changes. The accompany- 
ing chart tells a similar story of evapor- 
ating liquidity. American corporations 
emerged from World War II with some 
44 per cent of their current assets in 
cash and _ short-term investments. By 
1955 the comparable figure was about 
27 per cent, and at the mid-year point 
this year cash and Governments had 
dropped to 23.4 per cent, due to heavier 
holdings of receivables and inventories. 
Pressure on liquid funds likewise came 
from long-term corporate investment; 
spending on new plant and equipment 
during first-half 1956 exceeded the same 
period in 1955 by some $3 billion or 27 
per cent. And, the greater need for 
money continued in the second half of 
this year. 

The situation places heightened re- 
sponsibility on the ‘“‘moneymen” of busi- 
ness. The Federal Reserve Bank of 
Chicago underscores this in its monthly 
Business Conditions bulletin: “When 
spending plans are considered in a cor- 
poration’s councils today, the treasurer, 
financial vice-president or other official 
responsible for the firm’s fund raising is 
reassuming a stature he relinquished 
after the era of high finance in the 
Twenties. Production and_ sales, of 
course, are still vital functions, but the 
wheels of industry require lubrication 
by ready cash or credit.” 

Cash needs analyzed. It is also noted 
that another aspect of the tightening 
liquidity picture has been more efficient 
use of cash balances. Careful study of 
cash flow and cash budgets have been 
made, with the objective of effecting a 
relative reduction in the cash cushion. 
A stimulating factor: the appreciable 
yields that can now be earned by invest- 
ing idle cash in short-term obligations. 

The Chicago Fed observes that corpo- 
rate treasurers with extra cash to invest 
orn a temporary basis are using outlets 
other than Treasury bills to an increased 
extent. For instance, tax-anticipation 
certificates and Government bonds with 
Suitable maturities are more widely used 
than in the past. Some big firms are loan- 
in funds to security dealers through 
repurchase agreements, with the dates 
being tailored to the corporations’ cash 
needs. And, some firms are making sub- 
Stintial purchases of commercial paper. 


December, 1956 








SQUEEZE ON CORPORATE LIQUIDITY 


...as reflected in shrinking proportion of 
cash and securities, in current assets 
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Cash and Governments down, receivables and inventories up 


The larger firms, it is noted, have 
been more successful in maintaining 
sufficient liquidity. A group of 295 lead- 
ing companies analyzed by the Federal 
Reserve Board had a liquidity ratio of 
79 per cent at the end of 1955, compared 
with 46 per cent for all other non- 
financial corporations. 
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Bank Holding Company 
Developments 


A preview of how banks in the future 
may jump county lines to become State- 
wide in the scope of their business under 
the new Bank Holding Company act, 
even in States where branch banking 
within city or county limits is restricted, 
was given last month through the un- 
veiling of expansion plans by the First 
National City Bank of New York. 

This second largest New York bank 
will propose to stockholders in January 
formation of a holding company, to be 
established under the authority of the 
Federal Reserve Board, to be called the 
First New York Corporation. The new 
holding company would exchange its 
shares for stock of the First National 
City (which includes a beneficial interest 
in the City Bank Farmers Trust Co.) 
and also exchange its shares for stock of 
the County Trust Company of West- 
chester County, a $375 million institu- 
tion with 39 offices dominating that 
county. Banking resources controlled by 
the new holding company would then 
aggregate some $7.5 billion, exceeding 
those of New York’s largest bank, the 
Chase Manhattan Bank. 

New era seen. Such a plan, in the view 
of New York bankers, would start a new 
era of competitive expansion by other 
institutions, through holding companies, 
to cover natural population and trade 


areas not now open to banks under their 
own charters under existing laws. 

Two immediate repercussions were 
produced in New York by the First 
National City Bank announcement of 
its new holding company proposal. One 
was the reaction of Chase Manhattan 
Bank, which said it favored branch 
banking powers that would allow it to 
move into Westchester and Nassau 
Counties, but that it reserved the right 
to take other moves dictated by competi- 
tive needs if the Legislature did not 
extend branch banking powers. 

The Chase Manhattan’s views were 
voiced by John J. McCloy, its chairman, 
at a special stockholders meeting which 
ratified an additional issue of stock. Mr. 
McCloy volunteered that the Chase 
Manhattan would rather do its expansion 
into the suburbs by direct branching, 
but emphasized that in the bank’s opinion 
New York City banking areas now com- 
prised both Westchester and Nassau 
Counties. 

Supervisory reaction. The second and 
most interesting reaction came from the 
Federal Reserve Board, which has to 
approve all holding companies and their 
actions. The Board said it wanted a 
study of the question by Comptroller of 
the Currency and by the Superintendent 
of Banks of New York State, George A. 
Mooney. Both Mr. Mooney and Ray M. 
Gidney, the Comptroller of the Currency, 
are to submit their views to the Reserve 
Board within 30 days. The Board is 
expected to consult the national bank 
supervisor, when a national bank is in- 
volved, and the banking supervisor of 
a State where a State bank is concerned, 
in this case the County Trust Company. 
It is not required to accept their recom- 
mendations. 

It is considered probable that recom- 
mendations both by Mr. Gidney and by 


3 





Mr. Mooney will be made before the First 
National City Bank and the County 
Trust Company of White Plains hold 
their annual meetings in January, and 
there is some betting that the super- 
visors’ verdicts will be favorable, pos- 
sibly with minor reservations. 
Competition aspect. A circumstance 
which may make such a giant holding 
company as projected more palatable to 
the banking authorities is that it would 
offer competition to the one big bank 
holding company long in operation in 
New York State—the Marine Midland 
Corporation. That organization controls 
banks with nearly $2 billion of resources 
operating within the State. Marine Mid- 
land’s key banks are the Marine Trust 
Company of Buffalo and the Marine Mid- 


land Trust Company of New York City. 

Should the First National City Bank 
and County Trust Company get the green 
light on their plans it is considered 
likely that some similar expansionary 
plans through holding companies will 
come in other States, notably in New 
Jersey and Massachusetts where, as in 
some other States, circumscribed county 
areas confining metropolitan banks are 
being outmoded by population movements 
and industrial growth, limiting the big 
banks’ growth potentials. 

Anti-trust angle. There is no limit, ex- 
cept that imposed by the anti-trust laws, 
to the expansion of holding companies, 
once begun, within a State, when each 
new acquisition gets official approval. 
By commonly accepted yardsticks the 














BLYTH & CO., INC. 


GOLDMAN, SACHS & CoO. 


LEHMAN BROTHERS 


M.A. SCHAPIRO & CO., INC. 


November 1, 1956. 





This is not an Offering Circular. The offer of this Stock is made only by 
means of the Ojfering Circular, which should be read prior to 
any purchase of this Stock. 


263,400 Shares 


National Bank of Detroit 


Common Stock 
($10 Par Value) 


Rights, evidenced by subscription warrants, to subscribe for these 

shares have been issued by the Bank to the holders of its Common 

Stock, which rights will expire at 3:00 P. M., Eastern Standard Time, on 

November 21, 1956, as more fully set forth in the Offering Circular. The 

issuance of these shares is subject to approval by the Comptroller of 
the Currency. 


Subscription Price $52 a Share 


During the subscription period the several underwriters may offer 
shares of Common Stock at prices not less than the Subscription Price 
set forth above (less, in the case of sales to dealers, the concession al- 
lowed to dealers) and not more than the highest known price at which 
Common Stock is then being offered in the over-the-counter market 
by other dealers, plus the amount of any concession allowed to dealers. 


Copies of the Offering Circular are obtainable from only such of the 
undersigned as may legally offer this Stock in compliance 
with the securities laws of the respective States. 


MORGAN STANLEY & CO. 


HORNBLOWER & WEEKS KIDDER, PEABODY & CO. 
MERRILL LYNCH, PIERCE, FENNER & BEANE 
PAINE, WEBBER, JACKSON & CURTIS 
FIRST OF MICHIGAN CORPORATION 


WATLING, LERCHEN & CO. 


THE FIRST BOSTON CORPORATION 
HARRIMAN RIPLEY & CO. 


Incorporated 
LAZARD FRERES & CO. 


SMITH, BARNEY & CO. 



































First National City’s new plan does not 
contravene anti-trust legislation because, 
when in operation, it would control less 
than one fifth of all commercial bank 
deposits in New York City and West- 
chester County combined and less than 
one seventh of all bank deposits, includ- 
ing savings banks, in those areas. 

New expansion of metropolitan banks 
across State lines is still practically 
impossible, since the Federal holding 
company act requires approval of the 
banking authorities of individual States, 
most of which object. Holding companies 
already controlling banks in more than 
one State were frozen in their position 
by the act. 


Guide-Book tor Borrowers 


Even though loan money is currently 
on a rationed basis, it is still available 
if the borrower knows how and where 
to go about getting it. 

With this reassuring theme, Ed Tyng, 
banking editor of the Journal of Com- 
merce, 80 Varick Street, New York City, 
has written a series of articles on ways 
and means of obtaining credit under 
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How to Borrow Tight Money 


A discussion of the technique of 
obteining credit under difficult 
conditions; where to go for it, and 


the requirements cet by lenders. 


The Jourual of Commerce 


00 VASICK STREET, NEW TORK 13. NN. © 





Tips on lender requirements 


difficult conditions. The article series 
has been reprinted in pamphlet form, 
under the title “How to Borrow Tight 
Money.” 

In outlining the various sources for 
loans, Mr. Tyng gives tips on paving 
the way to bank loans, suggests not over- 
looking the smaller banks, indicates the 
role of finance companies and factors in 
meeting special loan needs, cites insur- 
ance companies as a major source of 
longer term credit, and points to develop- 
ment credit corporations and the Small 
Business Administration as possibilities 
for the smaller firms. 

“A knowledge of what the lender is 
looking for will be most helpful to the 
person or firm seeking credit,” Mr. Tyng 
advises, and he gives information on the 
general requirements of each type of 
lender. He also notes that the purpose 
for which money is sought often is the 
key to where to go and what to pay for 
loans. Some needs are clearly outside 
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There is goodwill in the hearts of men 
Christmas. There’s a warm welcome for the neighbor 


_—a deep desire for friendship between nations—a 


: determination to achieve lasting peace. »« Clouds scud 
along the horizon, sometimes building up to frightening 
azunderheads. Angry voices thunder without reason—and 
threats, like lightning, break and crash over the people’s 
heads. »« Yet the eternal stars are there—stars of Hope, 
of Faith, of Love—now dimmed or hidden by the clouds 
ow breaking through with a clarity and brilliance and 
strength that will not be denied. »« May these stars 

be seen and followed by the wise men of all nations. 

| May they light the path to peace. 
That is the Christmas prayer of the people. 


CHRISTMAS 1956 e BANKERS TRUST COMPANY, NEW YORK 


Once more we reprint this now familiar prayer of ours, exactly as it was written nine years ago. 
y y 
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This announcement is neither an offer to seil nor a solicitation of an offer to buy these securities. 


The offer is made only by the Prospectus. 


$30,154,700 
Burroughs Corporation 





412% Convertible Subordinated Debentures 


Due December 1, 1981 
Convertible into Common Stock at $40 per share 


The Debentures are being offered by the Corporation to holders of its 
Common Stock for subscription, subject to the terms and conditions set 
forth in the Prospectus. The subscription offer will expire at 3:30 P.M., 
E.S.T., on December 17, 1956. The several Underwriters may offer Deben- 
tures pursuant to the terms and conditions set forth in the Prospectus. 


Subscription Price 100% 





Copies of the Prospectus may be obtained in any State only from such of the several Under- 
writers, including the undersigned, as may lawfully offer the securities in such State. 


LEHMAN BROTHERS 


December 4, 1956. 























CRUTTENDEN, PODESTA & CO. 


Members New York Stock Exchange and Otber Principal Exchanges 


209 South LaSalle Street + Chicago 4, Illinois 


Under this new name we will carry on the general investment banking and 

brokerage business formerly conducted under the name of Cruttenden & Co., 

as underwriters and distributors of preferred and common stocks and 
corporate and municipal bonds. 

Partners 

Water W. CRUTTENDEN Rosert A. Popesta 

Donavp B. STEPHENS GLENN R. MILLER 


Water W. CRUTTENDEN, JR. Dona_p R. BoNNIWELL (Ltd.) 


Our firm provides a personalized investment service for individuals, banks, 
institutions and dealers 


NEW YORK DENVER LINCOLN ST. LOUIS INDIANAPOLIS 
OMAHA MILWAUKEE GRAND RAPIDS MADISON CEDAR RAPIDS 


November 15, 1956 











the province of the commercial bank, he 
adds, but there are other avenues through 
which they may well be satisfied. 
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Ideas for Stimulating 
Home Financing 


Besides the usual suggestion of raising 
VA and FHA rates, a group of 17 hous- 
ing and mortgage authorities recently 
advanced other recommendations for 
halting the homebuilding decline. 

To compensate partly for the higher 
interest cost, they advocated lowering 
the FHA insurance premium on Sec. 203 
mortgages. It was noted that the present 
premium carried to maturity is nearly 
twice what private underwriters charge 
for comparable insurance in England, 
and double the premium Canada _in- 
augurated in 1955 after careful study 
of mortgage experience in other coun- 
tries. It was also noted that research 
just completed by Professor Ernest M. 
Fisher of Columbia University suggests 
that FHA reserves are already more 
than adequate to meet a mortgage col- 
lapse as catastrophic as 1932. 

Development of a new instrument to 
broaden the market for mortgages was 
likewise urged. The ownership of FHA 
mortgages is now restricted by law to 
“qualified investors” with over $100,000 
capital. To help mortgages compete for 
money in a broader market, the group 
concluded that there is now urgent need 
for an improved counterpart of the 
guaranteed mortgage certificate that was 
so popular 30 years ago. Available in 
denominations from $100 to $500,000, 
they were widely held investments attrac- 
tive both to individuais and institutional 
investors. Unfortunately, the certificates 
were badly abused during the 20’s and 
sadly discredited by the mortgage col- 
lapse of the 30’s, but now it is felt that 
the ensuing restrictions went to the other 
extreme. What is suggested is a new 
certificate, debenture, or participation 
that would convert VA and FHA mort- 
gages into corporate interest-bearing 
certificates. 
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Tight Money Effects 
on Farm Finances 

To show the effects of increased in- 
terest rates on farm finances, the Federal 
Reserve Bank of Boston, Massachusetts, 
recently reproduced in its publication, 
“Farm Finance News,” a farm operating 
statement showing the average income 
and expense of 26 Vermont farmers. The 
farmers are all customers of the Peoples 
National Bank of Barre, Vermont, and 
the statement was prepared by the bank’s 
field man, Ray Rogers. 

From the average figures that resulted, 
the Boston Fed concluded that the annual 
outlay for interest expenses on the 26 
farms is a noticeable, but nevertheless, 
percentage-wise, modest part of total 
expense. 

The statement showed an average total 
receipts of $12,647.38; total expense of 
$9,410.31, including $659.83 in interest 
charges; and a total cash farm incomé 
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A customers most valuable man 





can wreck the business...if he dies 


F A GOOD commercial customer of 
I your bank isn’t prepared, the death 
of a key man in the firm can seriously 
damage the business, or even end it. The 
more outstanding the key man is, the 
more the business can suffer from his 
loss. Maybe he’s an engineer, a financial 
genius, a salesman extraordinary, or the 
top man. Connecticut Mutual business 
life insurance on such key men will set- 
tle these worries once and for all. 


. Would the death of a key man hurt 
income, profits or credit ? 

. It could hurt all three — that’s why 
many firms use business life insur- 
ance to offset these financial losses. 

- How can business life insurance 
help in the “replacement period” ? 


A It will provide funds to carry the 
. company over this difficult time — 
and for the salary needed to attract 

an outstanding replacement. 


0: If the principal owner is the key 
* man, what will bawsiness life insur- 
ance do for his heirs and employees ? 


. Forced sale of the business could 

" hurt everybody badly. Connecticut 
Mutual business life insurance will 
provide funds to make up the dif- 
ference between a quick sale and 
the real value, or to enable the 
employees to carry on. 
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Insurance on the human assets of a 
business is as important as fire insur- 
ance on its physical assets. Because 
business life insurance is so important to 
every financial and management man, 
Connecticut Mutual years ago set up a 
special department for it. There are 
Connecticut Mutual men near you who 
are trained in every aspect of business 
life insurance. 

Founded in 1846, Connecticut 
Mutual was one of the earliest and is 
today one of the largest writers of life 
insurance for specialized business pur- 
poses. Not only are its policies particu- 


Th 
CONNECTICUT 


larly adapted to business life insurance 
needs, but comparisons will show that 
its costs are among the lowest. 


FREE BOOKLETS ON 
BUSINESS LIFE INSURANCE 


Particularly useful to bankers who are 
concerned with the continued financial 
soundness of their customers is a series 
of booklets, one on each of the basic 
kinds of business life insurance. Send 
for one or all of them. The ideas in 
these booklets may help your customers 
assure the lives of their businesses. 


MUTUAL LIFE 


INSURANCE COMPANY + HARTFORD 


Dept.BU-12, HARTFORD, CONN. 


(_] Partnership life insurance 


Name 


[_] Close Corporation life insurance 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 


Please send, without obligation, booklets on the subjects checked: 


(_] Proprietorship life insurance 
[_] Key Man life insurance 
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of $3,237.07. Although not shown in the 
statement, the total outstanding debts 
involved were $13,442. 

The Boston Fed noted that the average 
interest payments of about $660 were 7 
per cent of the total expenses. “Suppose,” 
the Fed added, “there were an interest 
rate increase of a full one per cent on 
the $13,442 in total debts outstanding; 
the annual increased interest would be 
$134, which is 1.4 per cent of the $9,410.” 

“An increase of a full one per cent over 
present rates,” continued the Fed, “would 
be about equivalent to a $4 per ton in- 
crease in the approximately 30 tons of 
grain these particular ‘average’ farmers 
would buy annually. Such a $4 per ton 
increase in the cost of grain is nothing 
any dairyman would welcome. Actually, 
however, a $4 shift in grain prices is no 
more than a normal fluctuation which 
farmers have learned to expect.” 

The article went on to say that farmers 
must keep two things in mind: 1. that 
money is a commodity and the interest 
rate, the cost of hiring money, and 2. that 
even though plagued by the squeeze of 
rising costs against income, the small 
increased cost arising from increased 
interest rates is a small price to pay if, 
as a result of discipline, a massive in- 
crease in all farm costs is prevented. 
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Role of Factoring in 
Modern Business Finance 

A new, 70-page study, “The Role of 
Factoring in Modern Business,” the first 
in a new series of monographs on meth- 
ods of commercial financing, has been 
released by the Commercial Credit Cor- 
poration, Baltimore, Maryland. The study 
was written by Dr. Clyde William Phelps, 
chairman of the economics department, 
University of Southern California, who 
previously authored a highly popular ser- 
ies of studies on consumer credit for the 
same finance firm. 

Dr. Phelps defines factoring, which ac- 
counts currently for about four billion 
dollars worth of financial assistance to 
American business, as involving a con- 
tinuing agreement under which a finan- 
cial institution performs the following 
principal functions: 1. assumption of the 
credit and collection function, 2. purchase 
of receivables without recourse for credit 
losses, 3. cashing of receivables, 4. mak- 
ing loans on inventory, 5. making loans 
on fixed assets, other security, and on 
open credit, and 6. performing advisory 
services for clients. 

The study goes on to discuss each of 
these functions, as well as the costs 
involved to business, the advantages and 
disadvantages that may be encountered, 
and the types of businesses that can 
benefit from the factoring method of 
finance. 

In discussing recent trends in factor- 
ing, Dr. Phelps writes, “In addition to 
the pronounced horizontal expansion of 
factoring into a variety of different kinds 
of industries, there has been some ten- 
dency toward vertical expansion. That is, 
there is use of it not only by mills, manu- 
facturers, and converters at the fabrica- 
tion level, but also increasing use by firms 
at the wholesale or distributor level, and 






a developing interest at the retail level 
on the part of many stores which are 
factoring the receivables owed them by 
consumers.” 
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F.N.M.A. Buying Boom 

At a time of high mortgage credit 
pressure, the Government’s safety valve 
has been blowing off steam in billowing 
volume. 

The Federal National Mortgage As- 
sociation is rolling up record volumes 
of VA and FHA mortgage purchases 
under the new rule, adopted in Septem- 
ber, that the amount of sales proceeds 
required to be reinvested in F.N.M.A. 
stock is reduced to 1 per cent. 

The F.N.M.A. (popularly called 
“Fanny May’) is in nature a mortgage 
trading bank supported by a basis of 
Treasury capital, but drawing its invest- 
ment funds through flotation of deben- 
tures on the private market. The Treas- 
ury capital subscription is slightly less 
than $100 million, compared to $435 mil- 
lion of mortgage purchases up to Novem- 
ber 2. The difference has been made up 
by the sale of three $100-million deben- 
tures (slightly overlapping) and by some 
$10 million of common F.N.M.A. stock 
acquired by sellers of mortgages to the 
Government institution. 

Accelerating rate. Eventually, it is 
hoped, the Treasury captial subscription 
will be totally eliminated, but the date 
of accomplishment of this objective is 
being pushed into the future at about 
the same rate that the easing of Fanny 
May stock-requirements is being used as 
an accelerator for mortgage buying. Both 
curves are becoming almost perpendic- 
ular. 

The Fanny May mortgage buying 
curve, drawn here, shows a slow begin- 
ning, owing largely to the mortgage 
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Fanny May popularity zooms 


bankers’ dislike of the 3 per cent Fanny 
May stock purchase requirement, which 
they had resolutely opposed. By the third 
quarter of 1955, however, the pressure of 
rising interest rates began to make the 
Fanny May outlet look attractive despite 
the 3 per cent stock requirement. More- 
over, during the same period, holders of 
Fanny May stock were finding a market 
for the unwanted stock, owing to the 
promise of some dividends. Buyers could 
be found and as a result the second and 
third quarters of 1956 showed an accel- 
erating rate of offerings of eligible VA 
and FHA mortgages to Fanny May. 
Stimulating events. Two significant 
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Indiana Banker is proud of 


HANOVER’S RUSH 
AIR MAIL SERVICE 


“We are very pleased with the way this air mail 
service has worked, and be assured that we 

are going to continue to use it in the future. 

It has been very kind of you to keep us 
informed of the date and time of arrival of our 
transit letters. This is one of the many things 
that make us proud to have the Hanover Bank 
as our correspondent.” 





70 BROADWAY 


een = 


Deets 


Correspondent Banking Better See Hanover 


THE HANOVER BANK 


Member Federal Deposit Insurance Corporation 


For Better FU 








Mocember, 1956 











events then took place to further ac- 
celerate Fanny May mortgage buying. 
The first was the reduction of the stock- 
buying requirement from 3 per cent to 
2 per cent, announced August 9. The 
second was the further reduction from 
2 per cent to 1 per cent announced 
September 21. The cumulative effect of 
these stock-requirements reductions and 
the further tightening of money has been 
to send the Fanny May docket of offer- 
ings into zooming figures. 
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Investment Clubs 
To Be Regulated? 


That a new breed of investor—the $10- 
a-month investment club member—is 
becoming an important factor in the 
stock market is seen from the fact that 
securities administrators are studying 
the need for a reasonable amount of 
scrutiny or regulation in that direction. 

A committee of the National Associa- 
tion of Securities Administrators headed 
by John F. Hueni of Michigan and 
M. J. Kiraly of Ohio has found that in 
40 states there is no clear indication of 
any statutory regulations covering the 
clubs. The committee report says: “If 
a small group of people simply join 
together to buy securities, a court might 
hesitate to say that such a joint venture 
came within the purview of a blue-sky 
law. We believe, however, that it is 
entirely proper for a blue-sky law to lay 
down certain ground rules to make sure 





that investment clubs operate within an 


area in which regulation is not justified, 
and to provide a reasonable amount of 
scrutiny or regulation if they stray 
beyond.” 

Eight suggestions. Specifically, it was 
suggested that an investment club be 
exempt from registration if it meets these 
stipulations: 

1. It should have no more than 20 
members. 

2. Securities should not be bought on 
margin or pledged. 


3. Periodic contributions generally 
should be equal. 
4. The books of the club should be 


open to inspection at all times. 

5. No member should receive any fee 
or remuneration for services to the club. 

6. Unanimous consent should be re- 
quired for any major investment change. 
7. If licensed broker-dealers or their 
employees were organizers or members, 
they would be required to disclose this 
fact to a state agency. 

8. No licensed broker-dealer or his 
employee should have the management 
of funds. 

The report added that the foregoing 
stipulations could be regarded as a 
minimum, and that further study of the 
matter is needed. Actually, the regulatory 
officials are said to be in favor of the 
investment clubs and desirous of en- 
couraging them. However, they apparent- 
ly would like to see some kind of a uni- 
form code adopted by the states, to see 
that they do not invite abuses. 


Rapid growth. The investment club 
idea is no longer in the embryo stage. 
There are now close to 2,000 clubs, with 
some 25,000 members, affiliated with the 
National Association of Investment 
Clubs. One association spokesman pre- 
dicts 800,000 members by 1961, based 
on the present rate of growth. More- 
over, it is estimated that there are per- 
haps ten times as many clubs as are 
affiliated with the association. New York 
Stock Exchange studies of two market 
days last June indicate that there are 
about 4,000 investment club transactions 
each month, involving almost 180,000 
shares and more than $6,000,000. 
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Institutional Message 
In Palatable Form 


The role that banks play in the financ- 
ing of oil production and distribution is 
touched upon in a story of the oil in- 
dustry being distributed in booklet form 
by Gulf Oil Corporation. 

Unlike many institutional pieces of this 
kind, here is one’ that makes highly in- 
teresting reading. Titled “The Industry 
Nobody Really Knows,” it is aimed at 
refuting some of the myths and miscon- 
ceptions that the public cherishes, and at 
developing a more realistic understand- 
ing of how various segments of the oil 
business actually get the job done. 

But a big secret to the booklet’s read- 
ability lies in the writing. Gulf selected 
a top-flight free lancer, formerly with 
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INSTANTLY 


BY YOUR CUSTOMERS... 


The world’s best known 
bank travelers cheque 


Years of continuous national advertising 
have made Bank of America Travelers 
Cheques the top seller! They lead the field 
among all bank Travelers Cheques because 
of world-wide acceptability, fast, liberal 
claims service, and the confidence buyers 
feel when they know their cheques are 
issued by the world’s largest bank. And 
you earn a higher commission when you 
sell Bank of America Travelers Cheques— 
90¢ for each $100 worth. 


So why don’t you sell Bank of America 
Travelers Cheques, too? For complete 
information write Bank of America, Trav- 
elers Cheque Department, 300 Mont- 
gomery Street, San Francisco, California, 


Bank of America 


NATIONAL {8984/82 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Dry holes, financial bonanzas 


the New York Times and Time magazine, 
for the chore. Craig Thompson traveled 
more than 8,000 miles and spent hundreds 
of hours talking with lease buyers, royal- 
ty owners, ranchers, truckers, bankers, 
producers, service stations owners, and 
many others. 

Out of this he wove a narrative story 
told in terms of specific individuals repre- 
senting the many facets of the industry. 
Of H. R. Cullen, who hit it rich and 
amassed a fortune in a few short years; 
of small operator Paul Cormier who after 
four years of struggle and heavy debt is 
now on the way to wealth; and of pros- 
pector Craig Rumbaugh who has drilled 
26 consecutive dry holes. Then there is 
junkman Harry Rosen who has built up 
a million dollar business processing oil 
drums, M. M. Fowler who went from 
school maintenance man to successful oil 
distributor, and Tom Burns who hustled 
a one-man gas station into a $400,000 a 
year business employing 21 people. 

As an example of how to breath human 
interest into a business booklet, this one 
is worthy of wide study. Copies may be 
obtained by addressing requests to the 
President, Gulf Oil Corportion, P.O. Box 
1166, Pittsburgh, Pennsylvania. 
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Banker's Inflation Analysis 
Cites Fallacies 

A thorough analysis of the much dis- 
cussed subject of inflation is contained in 
a speech-reprint recently published by 
the Rockland-Atlas National Bank, Bos- 
ton, Massachusetts. In it, H. Frederick 
Hagemann, Jr., the bank’s president, 
lists ten “inflation fallacies,” which he 
says have proved to be fallacies in other 
countries, and which are “quack remedies 
that have popular appeal but lack eco- 
nomic soundness.” 

Each of the premises established for 
inflation in the following list, Mr. Hage- 
mann writes, is false: 

inflation promotes full employment and 
true general welfare for all employees. 
Means higher actual wages. 
rings continued profits for business. 
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Brings capital gains profits for the 
average individual. 

Makes it easier to borrow. 

Helps people get out of debt. 

Helps the little man. 

Paper money is wealth and by increas- 
ing the amount of paper money, you add 
to the peoples’ prosperity. 

Inflation helps fight communism; to 
stop it and have a correction would play 
into Russian hands. 

Inflation can be a permanent way of 
life. 

Elsewhere in the booklet, after telling 
precisely why the foregoing premises are 
false, Mr. Hagemann sets forth a defini- 
tion of inflation and a suggested cure; 
gives the percentage loss of purchasing 
power, 1946-55, in 54 countries; lists nine 
economic laws that have been violated in 
the past 23 years; tells the origins of 
inflation; and discusses the reasons why 


gold has retained its value throughout | 


centuries. 
“The battle is raging and will continue 
to grow hotter,” says Mr. Hagemann in 


his concluding remarks. “The time to take | 
a stand against further inflation and hold | 


it is now. Economic laws apply to the 
United States as well as other countries. 
We cannot continue to break them with- 
out taking the consequences. It can hap- 
pen here. Each country started out for a 
mild inflation. Each never intended to 
lose control.” 

Copies of this speech-reprint can be 
obtained by writing to the Rockland- 
Atlas National Bank, 30 Congress Street, 
Boston 6, Massachusetts. 
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Insurance Firms Forge 
New Sales Weapons 


A number of new types of insurance 
policies have been introduced in recent 
years by insurance companies in their 
efforts to get a larger share of the 
booming market. Last year life insur- 
ance sales reached a record high of 
almost $50 billion, which was a 16 per 
cent increase over 1954. 

The most widely sold of the new plans 
are the “family income” and the “mort- 
gage redemption” policies. Last year 


these two plans accounted for 31 per 
cent of all adult insurance sales. 
Under the family income plan, the 


breadwinner is 
coverage while 
and decreasing 


provided with maximum 
his children are young, 
protection as the young- 


sters grow old enough to assume their | 


own responsibilities. Similarly, the mort- 
gage insurance policy is set up so that 
the death benefit decreases in the same 
amount as the principal on the loan. 
Both policies are made up of a combina- 
tion of permanent insurance plus a term- 
insurance rider that affords the tempo- 
rary extra protection. 

Other “product developments.” An- 
other type of family policy insures every- 
one in a family, even children born after 
the policy is purchased, at a rate lower 
than the total of the rates available to 
family members as individuals. A num- 
ber of companies are offering ‘“economy- 
size” policies, with lower rates for 
larger amounts of coverage. 

There are also new plans designed to 


HOW 
OUR BANKS 
PROFIT 


with Cash-Value 
Life Insurance 


LOANS 


| Our Banks maintain a substan- 
tial amount of Policy Holders’ 
Service Bureau life insurance 
loans, because they are a highly 
profitable, non-risk investment. 
Bank A in Missouri has carried 
over $7,000,000 for 15 years. 
Bank B in Ohio averages $5,- 
000,000. Bank C in Texas, 
more than $1,250,000 for the 
7th year. Bank D in Illinois, 
$1,000,000 for 8 years. Interest 
income is substantially higher 
than either Short Term Gov- 
ernment, State or Municipal 
Bonds, or Prime Commercial 
Paper. The loans are highly 
liquid (callable at any time 
within 150 days or less.) They 
are secured by the cash values 
of a borrower’s life insurance 
policy, and the collateral is 
always increasing. 


TWO PLANS OF HANDLING LOANS 
1 The Direct-Broker Plan——The 


" loans are originated by our 
organization, and complete details 
necessary to set the loans up for 
your Bank, are handled by us. After 
the initial transaction, your Bank 
deals directly with borrower. 





The Service-Broker Plan—The 

* loans are made by our organi- 

zation to the borrower and are sold 

to your Bank for the amount of the 

note, which represents the disburse- 

ments we have made. We handle all 
details and service loans. 


For More Complete Information and Bank 


References (Banks known to you) write 
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start the building of estates for children 
before they reach maturity. These are 
endowment plans, usually taken out 
before a child is 10 years old, which pay 
high returns by the time the child is 21. 

Still another type of new policy is 
designed to protect career women against 
disability or illness. These are called 
“business women policies.” 

Living benefits. The current emphasis 
is on coverage tailored to meet a family’s 
specific needs, with agents seeking to 
establish themselves as family financial 
counselors rendering a continuous serv- 
ice, rather than relying on one-shot sales. 
Also, the insurance companies are put- 
ting increased stress on “living benefits” 
such as annuities, endowments and dis- 
ability payments instead of death ben- 
efits. Thus Equitable Life Assurance 
Society constantly uses the theme, “liv- 
ing insurance,” in its current advertising. 

Meanwhile, group sales of insurance 
continue to grow steadily. At present 
the group insurance contracts, most of 
which are purchased by employers to 
cover their workers, account for almost 
a third of the nearly $400 billion worth 
of life insurance now in force. Sales last 
year jumped 42 per cent over 1954, and 
those sales did not include additions to 
contracts already in force. 

Improved Salesmanship. At the same 
time they are developing new or im- 
proved coverage, the insurance firms are 
not overlooking the importance of better 
salesmen. For instance, Travelers Insur- 
ance Co. in a new training center at 





Hartford will include voice control among 
its instruction to agents. Prudential 
Insurance Co. takes pains to interview 
the wives of salesmen applicants. Mutual 
Benefit Life Insurance Co. has developed 
a management training program that its 
agents can offer free to business con- 
cerns, as an indirect form of group 
selling. A helpful sales aid of Metro- 
politan Life Insurance Co. is a folder 
outlining the new Social Security ben- 
efits, with spaces conveniently provided 
for writing in proposed increased insur- 
ance coverage to fill gaps in family 
protection. 

All of which is symptomatic of the 
extremely heavy competition now in 
evidence for bigger shares of the boom- 
ing life insurance market. 
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Finance Company 
Rediscounts 

Little has appeared in print on the 
practice of large finance companies in 
offering rediscount lines of credit to their 
smaller brethern in this field. Yet Wil- 
liam R. Heins, vice-president, of As- 
sociates Investment Company in South 
Bend, Indiana, notes that such redis- 
counting has grown markedly in recent 
years. Contributing factors are, of 
course, the increased need of funds due 
to higher unpaid balances and longer 
maturities, and the tightness of money 
available from regular banking sources. 

Two types of plans. At the annual 
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from 
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booklet will assist anyone 


establishing a 


business in Australia, whether it 


small retail business or a 


large manufacturing company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it offers those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 


would be met. 


; If you are interested in establishing a business in Australia, 
write for a free copy of this book to: 


BANK OF NEW SOUTH WALES 


BRITISH & FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 
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convention of the National Commercial 
Finance Conference, Inc., Mr. Heins de- 
scribed the procedure as follows: 

“Generally, rediscount lines of credit 
are offered to concerns engaged in motor 
lien installment fields, or to small loan 
companies. Usually, either a daily re- 
mittance plan or a collateral note plan 
is employed; normally, we prefer the 
latter. We feel that a daily remittance 
plan is difficult to administer, although 
it does enable a concern to pledge all of 
its outstandings and to borrow under an 
availability plan. The collateral note plan 
does not have this feature, but has many 
advantages. 

“Under this 
latter plan, a 
finance company 
will pledge a 
block of its paper. 
The maturity of 
the notes will be 
averaged and the 
collateral note is 
then drawn up to 
be paid in equal 
monthly _ install- 
ments directly re- 
lated to the ma- 
turity of the col- 
lateral pledged. Advances may vary from 
60 to 85 per cent in the usual instance. 

“What about borrowing ratios? Gen- 
erally, we feel that total unsubordinated 
indebtedness should not exceed three 
times net liquid capital. 

Ineligible items. “An obvious question 
that a prospective rediscount customer 
might ask is what happens in the case 
of paid-outs, refinances, repossessions, 
etc. Naturally, these are ineligible items 
along with delinquents. The finance com- 
pany on a once-or-twice-a month basis 
computes the amount of collateral we 
should have in order to mtaintain a 
proper ratio. Assuming that a shortage 
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exists, a replacement schedule is for- 
warded to us by our customer. 
“What about delinquents? When do 


they become ineligible? In the case of 
dealer and direct discount loans, we con- 
sider an account ineligible when it is 
past due two or more installments on 
the basis of the original schedule. In the 
case of small loans, we consider an ac- 
count ineligible if no complete principal 
payment has been made within the last 
90 days, regardless of the status of the 
interest payments. All rediscount loans 
are made on the basis of an indirect col- 
lection plan, i.e., the customer handles all 
of his own collections. 

Other customers. “In addition to our 
more customary types of rediscount loans, 
we offer such facilities to some concerns 
engaged in the financing of other types 
of items ranging from house trailers to 
vending machines. 

“So far as acceptable size of accounts 
is concerned, we feel that a rediscount 
customer should have a minimum net 
worth of $50,000 and be able to maintain 
at least a like amount in outstandings 
with us. Below that figure, we have foun¢ 
that the account becomes unprofitable. 

“In summation, we believe that the re 
discount field offers an excellent source 
way for a large company to employ 4 
portion of its loanable funds.” 
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Commercial Credit 


to help 


obtain 
larger 
credit 


lines 
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COMMERCIAL CREDIT’S accounts receivable and 


inventory financing offers you an ideal way 
to help your customers who have need for 
additional working capital, yet whose reg- 
ular lines of credit do not warrant further 
extension within your own operation. Our 
method does not interfere with your own 
service. It will function as a perfect com- 


plement to your service. 


Any office of ComMMERCIAL CrEDIT CoRPORATION 


below will gladly furnish complete infor- 
mation to you—or, through you, to any 
of your customers. This is a service offered 
through subsidiaries of CoMMERCIAL 
Crepit Company, capital and surplus 


over $190,000,000. 


200 West BALTIMORE STREET, Baltimore 3 
222 West Apams STREET, Chicago 6 

722 SoutH SprinG Street, Los Angeles 14 
100 East 42NpD Street, New York 17 


112 Pine Street, San Francisco 6 
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savings-Loan Highlights 


The availability of home mortgage 
funds and home building prospects in 
1957 were the most widely discussed 
topics at the 64th annual convention of 
the United States Savings and Loan 
League, November 12-16, in Philadelphia. 
The Quaker City was the birthplace of 
the savings and loan industry 125 years 
ago. A record 4,000 delegates were on 
hand for the historical sessions. 

Despite the nostalgic setting, how- 
ever, the savings and loan representa- 
tives were more interested in present 
conditions in the industry and means of 
overcoming competitive threats. 

Stand on record. Norman Strunk, exec- 
utive vice-president of the League, set 
the overall theme of the meeting, when he 
pointed out that during the past decade 
the savings and loan business has made 
$67 billion of loans, financed 7 million 
people towards home ownership, and 
provided funds for the construction of 
2,500,000 new homes. This record, he 
added, stands in answer to those who 
express alarm over the rapid growth of 
the business, and to those who set up 
the cry for public housing and direct 
lending by the government. 

“Tt seems to me,” he continued, “we 
have two big objectives: First, to pre- 
serve the gains we have already made; 
second, to continue to make progress in 
the promotion of thrift and the financing 
of home ownership.” 

Delegates were given ideas on how to 
attain these goals at the three general 
sessions, and at 28 standby committee 
meetings. The latter consisted of special 
conferences on particular subjects, and 
included such topics as housing and urban 
rehabilitation, property improvement 
loans, advertising and business develop- 
ment, public relations, etc. 


Headline program. Among the fea- 


The historic Comly Rich House 


First to be savings-loan financed 
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64th annual convention, United States Savings and Loan League 


Huge crowds, spirited talks, highlight general business sessions 


tured speakers at these committee meet- 
ings were: Dr. Clay J. Anderson, financial 
economist, the Federal Reserve Bank of 


Philadelphia; John R. Doscher, New 
York City, executive director of the 
“Operation Home Improvement”  pro- 


gram; and Verne C. Bonesteel, of Wash- 
ington, D.C., director of the division of 
examinations, Federal Home Loan Bank. 

Other top-level business and govern- 
ment leaders were on hand as featured 
speakers during the five-day affair. Giv- 
ing valued advice in their respective 
fields were: Representative Brent Spence 


of Kentucky, chairman of the House 
Banking and Currency Committee; 


Albert Robertson, of Washington, D.C., 
newly appointed chairman of the Fed- 
eral Home Loan Bank System; the 
Undersecretary of the Treasury, W. 
Randolph Burgess; Miles Colean, of 
Washington, D.C., one of the nation’s 
top housing economists; and Alex Dreier, 
of Chicago, news analyst for the Na- 
tional Broadcasting Company. 

Oakley Hunter, general counsel of the 
Housing and Home Finance Agency, and 
J. S. Baughman, president of the Fed- 
eral National Mortgage Association, 
were feature panelists on a discussion of 
the “Government’s Role in Housing.” 

Mr. Baughman contended that latest 
findings of a continual market survey 
conducted by “Fanny May” through its 
field offices indicate that mortgage funds 
will remain tight through the first half 
of 1957. 

“With competition for money contin- 
uing strong from other important seg- 
ments of the economy, mainly for 
industrial and commercial building con- 
struction, I cannot see much hope for 


a reversal of the present situation,” he 
said, “unless there is a substantial in- 
crease in savings.” 

Earlier, Walter H. Dreier, outgoing 
president of the League, predicted that 
new home building in 1957 will run be- 
tween 1,000,000 and 1,100,000 units. Mr. 
Dreier, president of the Union Federal 
Savings and Loan Association, Evans- 
ville, Indiana, based his estimate on the 
belief that the government would step in 
to prevent a decline, should housing 
starts trend below the 1,000,000 mark. 

Home surplus. He added that tighter 
home credit and the fact that the housing 
shortage of the postwar period has large- 
ly disappeared were factors in the lower 
level of home construction this year. 

“New and existing houses are staying 
on the market longer,” he continued, 
“because the demand for housing is not 
as strong now as it has been in other 
postwar years.” 

A survey of the 15 members of the 
League’s executive committee revealed 
that mounting competition in the housing 
field will mean that the American home 
buyer will get more for his money in 1957 
than in recent years. They maintained 
that tight credit will act as a brake on 
construction costs. 

No easing in credit. Only two of the 
savings and loan leaders’ predicted 
“easier” credit in the coming year. Eight 
said that home credit would hold to cur- 
rent terms, while five expected credit 
to become “tighter.” 

Miles Colean emphasized that the sav- 
ings and loan associations as well as 
other private home financing groups must 
work together to prevent further state 
and federal tampering in home financing. 
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Messrs. Dreier, Spence, Robertson, 


Principal speakers greeted by 


Better housing, he noted, can be ultimate- 
ly and fully achieved through a vigorous 
and efficient system of private mortgage 
credit. 

“T am convinced and I think the 
evidence supports my conviction,” he con- 
cluded, “that when government, in its 
Utopian zeal, tries to circumvent or 
displace the private credit system, its 
actions are more likely than not to be 
self-defeating. It weakens our main 
chance for a general upgrading of our 
housing conditions at the same time that 
it snarls itself hopelessly in the web of 


and C. K. Fletcher of San Diego 


prominent League members 


its own inability to act effectively.” 

Present various proposals. During the 
course of the convention, the League 
adopted several resolutions. One called 
for an end to direct home lending by the 
government, reasoning that “the use of 
billions of dollars of public credit to 
build on a substantial scale for special 
classes would run counter to the interests 
of the great majority of our citizens who 
must depend on the existence of a strong 
private enterprise credit system for the 
building and owning of their homes.” 

A second resolution urged broadened 





-__ §MALL THINGS 


When we figure a price on a one 
thousand dollar order it is routine. 
When we establish a price on a one 
dollar order it requires a conference. 
Strangely enough, almost any printer 
can handle a large piece of business, 
but it takes a peculiar type of know- 
how to handle a lot of little orders. 
Having the right equipment is only 
a small part of the requirement. 
Being mentally attuned to “‘little- 
ness’’ is what is needed to produce 
little things at a profit. 


Dnuring the past year there has been 
a definite swing to small orders in the 
check business. We will hit over five 
million of these little orders, some of 
them priced at $1.40, some at $1.00, 
some at 65 cents, some even as low as 
25 cents. One would hardly think 
that an order could be processed for 
25 cents, much less put through 
sixteen labor operations to produce 
it. We do well on these small orders, 
partly because we have good equip- 
ment but primarily because, over a 
period of forty years, we have con- 
ditioned ourselves to them. 


IN A BIG WAY 


We have never pushed for the big 
order. We have never been intrigued 
by the large press run. Years ago, 
when small presses were not avail- 
able, we built our own. When most 
printers were reaching for large units 
to serve large customers, we were 
reaching for small units to serve 
more customers. This view has domi- 
nated our thinking throughout the 
years, with the result that we like 
small orders and we have learned 
how to turn them out. 
























Now all banks are interested in 
small check orders. This is due to 
the universal acceptance of imprinted 
checks and the emphasis on future 
mechanized handling. These small 
orders will bulk up to the point 
where some day they will constitute 
the largest single expense in the 
bank’s operation. If, however, banks 
will provide quality checks which 
are salable to their customers, then 
the net cost will not amount to 
much. Our checks are good enough 
to sell and the checks you sell cost 
you nothing. 
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CHECK PRINTERS 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL, DALLAS 
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use of the “conventional” mortgage loan 
system, whereby a loan is granted by the 
private lender at his own risk, as opposed 
to the government-type loan where the 
risk is passed on to the taxpayer. 

In a third proposal, the League pledged 
that it would continue in its efforts to 
“help bring 75 per cent of the families in 
America into owner-occupancy of their 
homes and encourage every individual to 
accumulate a savings backlog of at least 
one year’s income.” 

Special study. A comprehensive pro- 
gram for reorganizing the internal struc- 
ture and strengthening the administra- 
tive machinery of the Federal Home 
Loan Bank Board was also unveiled at 
the convention. Conducted by 10 forme: 
League presidents, the special study of 
the federal agency supervising the $42 
billion savings and loan business re- 
affirmed the League’s stand against sep- 
aration of the Federal Savings and Loan 
Insurance Corporation from the FHLBB. 

The report called for coordination of 
the administrative responsibilities of the 
FHLBB into four major divisions: the 
Federal Savings and Loan Division, the 
Federal Home Loan Bank System, the 
FSLIC, and the division of Supervision 
and Examination. The heads or “Gov- 
ernors” of these divisions would be re- 
sponsible to the present three-man board. 
The study also indicated the need for a 
larger and better paid staff for the con- 
trolling agency. 

Adoption of the divisional set-up, with 
adequate staff and a realistic budget 


“will permit the sound administration of 











R. M. MARR J. HOLZKA 


New savings-loan heads 


the various activities, freeing the Board 
for its important high level work of 
policy making, judicial decisions and 
liaison with other administrative agen- 
cies,’ the Committee noted. ‘These 
changes would also bring about faster 
and improved handling of applications 
for branches, insurance of accounts, and 
speed up charters of new federal asso- 
ciations.” 

New officers. Another convention fea- 
ture was the election of new officers. Roy 
M. Marr, president of the Leader Federal 
Savings and Loan Association, Memphis, 
Tennessee, is the new president. He 
served as vice-president last year. Joseph 
Holzka, executive vice-president, North- 
field Savings and Loan Association, 
Staten Island, New York, has been named 
vice-president of the USSLL. 

The concluding segment of the con- 
vention program Friday morning was 
highlighted by a series of “shop talk” 
sessions. These meetings involved dis 
cussions of current operating programs 
and policies. 


Burroughs Clearing House 








a 





















MEMORIES OF EADS BRIDGE 
AT CHRISTMAS, a water color by Roscoe Misselhorn, 


was awarded first place in the annual Christmas card 
competition sponsored by the St. Louis Artists’ Guild in 
cooperation with First National Bank in St. Louis. 
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Formally opened July 4, 1874, Eads Bridge was the 

; engineering wonder of its time. Today, commerce still flows 
across this historic Mississippi River bridge, one of the 

most familiar landmarks in downtown St. Louis. 
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@ FAST! 


Drastically reduces the number of 
operations and record handling. 


@ ACCURATE! 


Posting errors are reduced, and 
charges to the wrong account are 
virtually eliminated. 


@ CUSTOMER APPROVED! 


Banks using this system report 
customer approval of the plan 
and the services which it renders. 


@ SIMPLE! 


Easier for bookkeepers and others 
involved to understand and use. 


@ PROFITABLE! 


Savings in space and personnel 
result in a profitable operation 
for Post-To-Check usage. 


CEDAR RAPIDS, IOWA 


Please send complete Post-To-Check 
information to: 
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e@ SAVES TIME 

© NO LOOKING FOR ENVELOPES 

@ NO ENVELOPES TO ADDRESS 

e@ CONSERVES YOUR PERSONAL STATIONERY 
Here's the very latest device to speed the mailing of 
checks. It consists of a single sheet combining both check 
and envelope which are imprinted with your name and 
address. A supply of these Mail-A-Matic Checks is fur- 
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checks and envelopes combined 


nished in a handy kit which also contains forms to record 
checks written. This complete kit available in handsome 
leather-like binder with 100 Mail-A-Matic Checks for 
$3.00. 200 for $4.50. 300 for $6.00. 500 for $9.00. For 


ordering, use handy order form supplied. 
2% Patent Pending 
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1 write check 





fold and seal 


ANOTHER CENTRAL NATIONAL FIRST! 


3 ready to mail 






Compact check-envelopes afford several advantages 


The previous night, the delegates were 
treated to a magnificent 125th anniver- 
sary pageant at the mammoth Philadel- 
phia Convention Hall. The program was 
dedicated to the historical rise of the 
savings and loan industry. Gisele Mac- 
Kenzie, pert singing star of TV’s “Hit 
Parade”’, the June Taylor dancers, the 
Winged Victory Chorus and the Dancing 
Waters were among the top acts appear- 
ing in the skits. The Willis, West and 
McGinty comedy trio also drew top billing 
for their classic “how not to build a 
house”’ routine. 
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Cheeck-Envelope 
Combination 

A new check-envelope combination with 
“Mail-a-Matic Checks” is being made 
available to regular checking account 
customers of the Central National Bank 
of Cleveland. 

Each check consists of a single sheet 
with a check at the top and window 
envelope at the bottom. After the check 
has been filled in with the payee’s name 
and address, and with the amount, the 
sheet is folded and sealed to become an 
envelope ready for mailing. The name 
and address written on the check are 
seen through the envelope’s window. 
Upon delivery, the payee simply detaches 
the check from the envelope part of the 
unit. 

According to Forde U. Steele, assistant 
vice-president and head of Central Na- 
| tional’s planning department, the checks 
| are being very favorably received be- 
cause they afford the following advan- 
tages: 1. time saving in check prepara- 
tion; 2. immediate availability of enve- 
lopes; 3. customer name imprinted on 
both check and envelope; 4. envelopes 
need not be addressed; and 5. materials 
are furnished in an attractive kit, com- 








plete with check registers and a re-order 
form. 

The cost to customers is $3 for 100 
checks, $4.50 for 200, $6 for 300, and 
$9 for 500. 
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Training Bank Salesmen 

The more an employee knows about the 
bank, the better his ability to sell its 
services is the theme behind the new 
training program introduced by The 
Bank of the Southwest, Houston. 

The course is aimed at giving staff 
members knowledge of all banking: func- 
tions. In addition to increasing employee 
usefulness to the bank, the program is 
expected to encourage staff promotion of 
services in departments other than their 
own, according to William B. Black, Jr., 
vice-president of the business develop- 
ment department. 

The course is divided into six main 
topics, each to be covered in a two-week 
period. Instructing the staff is Assistant 
Cashier James E. Witcher’s task. He is 
holding two meetings a day for 12 weeks. 
In this time, the entire staff, divided into 
22 groups, will have an opportunity to 
participate. 

Orientation is the first subject covered, 
with the object being to give the staff 
the purpose of the program. Bank serv- 
ices are next on the agenda, with em- 
phasis on selling each service. 

Bank earnings and profits are then 
discussed. This session is intended to give 
employees intimate knowledge of the 
bank’s goals. The trust department and 
its functions is the fourth topic, followed 
by an explanation of the international 
department’s activities. 

The final. session is to be devoted to a 
summation of the course, plus the discus- 
sion of questions not previously noted. 

To encourage queries and participation, 
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a questions box is used. Questions rela- 
tive to the subject under discussion are 
ving answered in the ensuing talks. 
Unrelated subjects will be handled in the 
last session. 
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Banking Film Reaching 
Youth Via TV 

American youth throughout the coun- 
try are getting a broader insight into 
the workings of a bank through the TV 
film that was prepared by the American 
Bankers Association last summer for 
release to leading television stations. 

The film, “Future Unlimited,” runs 
for thirteen minutes and is done in a 
news-report documentary style. It is 
narrated by noted news analyst Quentin 
Reynolds and shows actual scenes of 
bank personnel and their duties. 

The picture is slanted toward young 
men and women in high school and 
colleges. Beside telling about various 
purposes, functions and operations of a 
bank, it also notes the growing oppor- 
tunity in banking for advancement, good 
pay, fringe benefits, etc. 

The five bank officers and staff mem- 
bers who are interviewed in the film by 
Mr. Reynolds include Edward C. Goss, 
assistant manager, Broadway Branch of 
The First National City Bank of New 
York; Gordon E. Sears, farm supervisor 
and assistant cashier of the Citizens 
First National Bank, Princeton, Illinois; 
Ted P. Axton, president of the Lafayette 
Savings Bank, Lafayette, Indiana; Mrs. 





Insight into banking career 


Barbara Meyer, in charge of the instal- 
ment loan desk of the Reseda Branch 
of the Security-First National Bank of 
Los Angeles, California; and Everett D. 
Reese, chairman of the board of The 
Park National Bank of Newark, Ohio, 
and past president of the A.B.A. In the 
scene above Mr. Reese, left, is shown 
talking to Mr. Reynolds. 
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Christmas Club Savings 
Eeach New Peak 

Nearly 13 million Americans saved an 
average $92.73 each to push 1956 Christ- 
ms Club operations to an all-time high 
of $1,187,000,000, according to Edward F. 
D:vset, president of the organization. 
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The map doesn’t show it (there isn’t room) but Mr. Alexander 
Gunther, one of The First Pennsylvania’s traveling officers, 
calls on our customers in all of New Jersey. Correspondents 
who need special credit information, data on new business 
prospects, or who'd like an unbiased survey of their opera- 
tions, will find Mr. Gunther a dependable counselor and friend. 


Another First Pennsylvania service Alec Gunther knows 
all about is our air mailing of all clearances direct to our own 
correspondents. To those nearby (and there are 257 of these 
in the Delaware Valley area and vicinity) we offer direct 
clearance by fast truck service, often saving two to four days 
over other surface carriers. 

First Pennsylvania correspondents enjoy many other ad- 
vantages. If you'd like to know more about them, ask Mr. 
Gunther to stop by. Or if you like. visit our Main Office at 
15th and Chestnut Streets next time you’re in town. 


The First Pennsylvania 


BANKING AND TRUST COMPANY 


Banking since 1782 
30 offices, Philadelphia and suburbs 


Serving more people more ways than any other Philadelphia bank 


Member Federal Reserve System Federal Deposit Insurance Corporation 





The 1956 payoff represents a $57 mil- 
lion increase over 1955, when there were 
300,000 fewer members. 

About 6,800 banks and savings institu- 
tions are participating in the program, 
and 148 had clubs in excess of $1 million 
each. New York led all states with 2,615,- 
833 members and savings of $252,107,041. 
Pennsylvania followed with totals of 2,- 
001,623 and $181,539,855, and New Jersey 
was third with counts of 1,144,106 and 
$137,989,946, respectively. 

Surveys made by Christmas Club in- 
dicated that not all of the accumulated 
savings will reach retail channels. About 
$294,400,000 is earmarked for Christmas 
purchases: $360,800,000 is being placed 
in permanent savings; $66,500,000, year- 
end purchases; $122,300,000, insurance 








premiums, and $112,800,000 for taxes. 
Other large sums are to be used for 
mortgage payments, education and house- 
hold furnishings. 
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New Agricultural Booklet 
The young farmer, long courted by the 
nation’s banks as the rural bank cus- 
tomer of the future, will have a new 
educational program focused on him this 
winter when banks start distribution of 
a booklet explaining the financial side 
of running a farm. The pamphlet, called 
“You and Your Bank,” is the work of the 
Agricultural Commission of the Amer- 
ican Bankers Association. It will be dis- 
tributed to young farm people by the 











WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 





A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The “National Shawmut Bank 


40 Water Street, Boston 
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banks themselves rather 
A.B.A. 

Publication of the new booklet is a 
further step in one of the oldest customer 
relations programs in banking. For many 
years banks have recognized that rural 
young people intent on making farming 
their life work start making their plans 
early, most frequently while still in 
school, and that the time to lay the 
groundwork for sound financial thinking 
is during those “planning” years. Op- 
erating on the theory that what is good 
financially for the farmer benefits his 
bank as well—rural banks naturally 
being quite dependent on the financial 


than by the 
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YOU anv vour BANK 





How Commercial Banks Help Farmers 














Directed at farm youth 


health of agriculture—bankers have long 
made a practice of providing scholarships 
to agricultural schools for farm boys, 
lecturing to high schools classes on farm 
finances, and sponsoring awards to prom- 
ising embryo farmers. 

Indirect selling. “You and Your Bank” 
carries on that approach to selling young 
farm people on bank services. It is a bank 
promotion piece only in the most indirect 
way. The casual reader would be hard- 
pressed to find a single example of “sell- 
ing” in the booklet. Rather, it tells young 
farmers “how-to-do-it” with respect to 
financial matters. There are sections on 
how to open a checking account, how to 
write a check, how to borrow the money 
needed: to run a modern farm, and how to 
maintain a good credit rating. 

Written in an informal style, the book- 
let is aimed at making the subject matter 
palatable to boys and girls. It is illus- 
trated with cartoon-type drawings. 

But, educational or not, no banker 
making use of the book should lose sight 
of the fact that it is an excellent vehicle 
for making friends for the bank among 
the young rural group or that the book 
is likely to find its way into the farm 
home where the adults will see it as well. 

Thus, the A.B.A. hopes “You and Your 
Bank” will serve a dual purpose: It will 
point out to farm people the range of 
services banks have available for them, 
and it will show those same farm people 
how to keep their finances in good shape, 
with resulting benefits to both themselves 
and their community. 

Distribution aims. The new booklet is 
intended for distribution by individual 
banks or groups of banks either singly 
to young people in rural areas or in 
quantity to such groups as classes in 
rural high schools or farm youth organ- 
izations like Future Farmers of America 
and 4-H Clubs. In order to make “You 
and Your Bank” of maximum value in 
school classrooms, a teacher’s guide is 
provided along with the books. 
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The A.B.A. Agricultural Commission 
notes that offering the books to local 
school or youth groups could be a joint 
project of all the banks in a community, 
er of a clearing house or county bankers 
association, as well as part of the public 
relations program of a single bank. The 
books are imprinted with the name of the 
sponsoring bank or group. A special price 
is being offered for quantity purchases. 
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Possible Pitfalls of 
Insured-Savings Plans 

A number of objections to the insured 
savings plans are contained in an an- 
alysis of the trend in a recent issue of 
the Eastern Banker. The article notes 
that many banks across the nation have 
adopted the life-insured savings plans to 
meet competition for savings dollars. 

After analyzing the various programs, 
however, the article suggests that finan- 
cial institutions should weigh all angles 
before adopting similar plans. It cites 
the following objections that some bank- 
ers have raised to the plans: 

1. Once into them, it is almost impos- 
sible to discontinue them or change 
benefits. The bank is frozen to a fringe 
benefit. 

2. In a sense, they are discriminatory. 
If a depositor is not eligible for the in- 
surance, by virtue of being over the age 
limit, he has nothing to compensate him 
in lieu of interest rate advantages. Also, 
if he has deposits over $1,000 or $2,500, 
whichever maximum is set, no benefit is 


received from the “excess” amount. 

3. Banks are chartered to conduct a 
banking business and not to sell insur- 
ance. Banks trying insured-savings plans 
have reportedly found insurance com- 
panies to be antagonized and they have 
sometimes withdrawn their balances. 

4. A question is raised whether insur- 
ance companies underwriting theSe plans 
have reserves capable of meeting an area 
disaster, for example, where many in- 
sured depositors’ lives are lost. 

The article advises banks to analyze 
most carefully their savings depositors 
in terms of age and balances before 
they enter these programs. 
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Service Charge Study 

Although the practice of making 
charges for services rendered by banks 
has become nationwide, a decided varia- 
tion in the methods of analyzing ac- 
counts and applying rates exist among 
individual banking institutions. While 
it is realized that costs and charges 
vary in different areas, depositors expect 
uniformity of method in the application 
of charges to their accounts. 

The American Bankers Association 
has recognized the needs of small banks 
and larger departmentalized institutions 
by providing a coordinated program of 
uniform account, analysis. For the 
smaller banks, a simplified analysis is 
covered in detail in a booklet of the 
Country Bank Operations Commission 
entitled, “A Complete Service Charge 


System for Smaller Banks.” The Bank 
Management Commission of the Associa- 
tion has just completely revised its bank 
operating manual, “Uniform Account 
Analysis,” which is aimed at meeting the 
needs of larger departmentalized banking 
institutions. 

The new booklet of the Bank Manage- 
ment Commission, which is intended to 
provide banks with a uniform method for 
analyzing the costs of services as a basis 
for service charge systems, differs from 
the first manual published on the subject 
by the Commission in June, 1939, largely 
with respect to the present almost uni- 
versal acceptance of the principle of mak- 
ing a charge for checking account serv- 
ices. In 1989, many bankers approached a 
policy of making a charge to their cus- 
tomers with some trepidation, and the 
first manual made a considerable point 
of “selling” the idea to bankers them- 
selves. 

This is no longer true, but the lack of 
uniformity in the method of analyzing 
the cost involved in providing checking 
account services to bank customers re- 
mains one of the major problems with 
respect to the public relations involved 
in applying such charges. 

More comprehensive. The principal 
difference between the two bank oper- 
ating manuals published by the Bank 
Management Commission is that in the 
1939 booklet the Commission recom- 
mended a form of analysis for business 
accounts and a shortcut method for per- 
sonal accounts. In the current publica- 
tion, a complete analysis of all accounts 
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which can be applied to personal accounts 
is illustrated. 

The new publication also goes beyond 
the original account analysis procedure 
in applying direct charges, in recognizing 
the cost of supplying unusual services 
such as custody of bonds and collection 
of coupons and recommends the applica- 
tion of penalty charges to discourage 
unsound practices by bank customers. 

With reference to such charges, the 
booklet says: “Opinions differ as to which 
penalty charges should be recovered in 
the account analysis and which should 
be assessed as direct charges. In general, 
it is customary to place on a direct charge 
basis practices which may be considered 
unsound or an abuse of the usual priv- 
ileges accorded customers.” 

While the original publication on ac- 
count analysis required 12 pages, includ- 
ing illustrations of some bank forms, the 
new booklet requires 44 pages and ex- 
plains several methods now being suc- 
cessfully employed in banks. 

One point in which both booklets are 
in complete agreement is stated in the 
new manual: “The banker who is 
equipped with cost and earnings data of 
his bank, as well as for banking in gen- 
eral, has the advantages of being able to 
back up his service charge program with 
facts. The service charge plan also should 
be easy for the customer to understand. 
The opposition of depositors to charges 
is greatly minimized when the manner of 
applying charges and the reasons there- 
for are readily understood.”’ 

Pinpoints charges. The new _ booklet 
makes a point of differentiating bank 
services for which a direct charge should 
be made to the customer such as letters 
of credit, safekeeping, imprinting and 
binding checks, etc., and the services a 
bank provides for which charges should 
be made on the basis of the account 
analysis. 

Both books make the point that banks 
should make no exception from their 
established selling prices for services. 
Customers should have confidence that 
the banks grant no favors or special con- 
siderations to selected accounts. 

However, the new publication does 
recognize that, while accounts with a 
large volume of transactions may create 
peak loads and result in more costly serv- 
icing, there are some large volume de- 
positors with “batch” transactions that 
may be handled virtually as a single item 
at very moderate cost. 

In analyzing accounts for formulation 
of service charge rates, the new booklet 
recommends that the cost be determined 
on the costs involved in maintenance of 
account, which covers handling of tickets; 
“On us” checks; out-of-town checks; 
clearings; check cashed, regular or pay- 
roll; currency deposited, strapped or 
loose; currency supplied; and bill straps 
supplied.” 
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Remodeled Bank- 
Office Buildings 

Careful planning and some architec- 
tural changes can often transform out- 
moded banking facilities in to highly 
functional offices, as is evident from two 

















Barclays Bank, Bridgetown 




















First National, El Dorado 


Modernized banking offices 


recent modernizations of bank-office 
buildings in Arkansas and the British 
West Indies. 

El Dorado, Arkansas. The First Na- 
tional Bank of El Dorado completely 
overhauled its five-story building, inside 
and out, to achieve the effect seen above. 
New facing, modern windows, a wider 
entrance, and a large time-temperature 
sign were among the exterior innovations. 

Internally, the main floor lobby was 
increased to almost two-and-one-half 
times its former area. It has terrazzo 
tile in the customer space, indirect cove 
lighting and an acoustical tile ceiling. 
The enlarged work area is covered with 
battleship linoleum and a new type of 
low-brightness lighting. The nearby offi- 
cers’ space is carpeted and features 
walnut paneling and furnishings. 

A continuous moving belt passes the 
entire length of 15 tellers windows so 
that all items may be immediately dis 
patched to the proof department. 

Bridgetown, Barbados, B.W.I. The clas- 
sical style was retained in the extensive 
renovation of the Barclays Bank build- 
ing. It houses a branch office on the first 
and second floors, plus the head offic: 
for Barclays branches throughout th« 
Caribbean. The head office is on th« 
third floor, along with some genera! 
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THANKS TO THE BANKS for their enthusiastic 
acceptance of our 5-Star Vault Entrance with 
Push Button Control. And thanks also 
to the bank vault custodians—particularly those 
on the distaff side, who have showered us 
with praise for having taken all the 
drudgery out of opening and closing ponderous vault 
doors, raising and lowering the footbridge. 
To all our friends in the banking fraternity 
we extend the season’s greetings. 
| Herring-Hall-Marvin Safe Company, Hamilton, Ohio. 
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business offices that are rented out to 
local merchants. 

The fully air-conditioned, three-story 
structure is earthquake and hurricane 
resistant. It is faced with artificial stone 
of crushed Barbados coral and _ pink 
cement. 

Walls and columns of the branch’s 
main lobby are faced with Italian marble 
and cream-colored Roman travertine. 
The floor is terrazzo tile. Tellers counters 
and fixtures are of local mahogany. Its 
suspended acoustical tile ceiling is set 
between beams of molded fibrous plaster. 
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Briefly Told 

The Mortgage Bankers Association of 
America, Chicago, Illinois, has announced 
that veterans are establishing an excel- 
lent record of keeping their mortgage 
payments current. The association’s most 
recent quarterly nation-wide delinquency 
survey, covering 2,451,284 loans on one 
to four-family units, showed that 54,802 
were delinquent for a national percentage 
of 2.23 per cent. Nationally, the 2.23 per 
cent of delinquent loans compares with 
2.12 per cent in September, 1955; 2.33, 
1954; and 2.35, 1953. 
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By holding on deposit a million French 
francs, the First National Exchange 
Bank of Roanoke, Virginia, is taking 
part in a novel promotion called the 
“French Millionaire” contest that a soft 
drink company is conducting in the 








Pocket money in Paris 


Roanoke area. Shown above, E. H. Ould, 
left, president of First National, accepts 
the francs from the “French Millionaire,” 
while the bottling company president and 
a guard look on. First prize winner will 
be given a round trip to Paris and the 
million frances to spend. 


A record total of $100 million has now 
been reached in the weekly deposits of 
pennies, dimes and nickels saved by 
school children in the 183 communities 
that offer the service through mutual 
savings banks. In making the announce- 
ment, Crawford H. Stocker, Jr., presi- 
dent of the National Association of 
Mutual Savings Banks, said that school 
savings deposits in mutual savings banks 
have increased more than $10 million in 
the past year, an all-time record. One 
large metropolitan savings bank, he 
added, processes in excess of 30,000 school 
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See this file . 


for the future. 





Made any Aye you Apecify 
New—Different—Has advantages over them all. 
Easy Gliding—Smooth—Super in every detail 


Same dimensions as our non-roller files, will stack alongside, interlock automatically 





. it will thrill you. Cost so low . 


STRAYER COIN BAG CO., Inc.—NEW BRIGHTON, PA. 


Send for our catalogue 
COIN BAGS — BOXES — TRAYS — WRAPPERS — SORTERS — NOTE CASES 
Bank supplier since 1914 


Nylon Roller 
and Glide Steel File 


. . would seem to exclude non-roller files 
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savings transactions each week. Mr. 
Stocker is also president of the Lynn 


(Massachusetts) Five Cents Savings 
Bank. 
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Customer Relations Service 


The New York State Savings Bank As- 
sociation is offering its members a com- 
parison shopping service which will en- 
able them to keep a year-around check 
on their customer relations. 

Under the program, anonymous 
“mystery customers” will transact busi- 
ness at the participating banks to see how 
customers are treated. These teams, un- 
der the supervision of Richard Manville 
Research, will give factual reports on 
the courtesy and salesmanship displayed 
by each bank’s staff in handling trans- 
actions. 

Special ratings will be given in each 
of five categories of staff behavior: in- 
terest, manners, knowledge of bank serv- 
ices, willingness to reply to questions, 
and friendly attitude. 

Banks may enter the program for as 
little as $75 a year, depending on the 
number of surveys they want taken. If 
phone and mail surveys are requested, 
the minimum annual cost would be $100. 
The maximum charge for the 12-month 
service is between $450 and $600 per 
year. 

Details about the service can be ob- 
tained from Richard Manville Research, 
230 Park Avenue, New York City. 
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Bad Cheeks on Increase 

Banks and merchants are experiencing 
a sharp upturn in the number and 
amount of bad checks being written, ac- 
cording to recent reports from across 
the nation. 

Fortunately, many of the culprit items 
are the result of poor arithmetic by bank 
customers, who are using checks at the 
highest level in history. These NSF items, 
while costly and time-consuming, can 
eventually be collected. 

Of more immediate concern, however, 
are the increasing number of bogus 
checks being passed by professionals, who 
are known as “paper hangers.” Their 
operations have sent bad check counts 
up from “only slightly” to as much as 
one-third above a year ago. 

The Republic National Bank of Dallas 
finds that most of its bad checks have 
been falling in the $20 to $50 range while 
The American Trust Company, San Fran- 
cisco, reports that the majority of its 
phony checks are in the $20 to $100 range. 

Lenient attitude. Most of the bad 
checks are so small that banks and re- 
tailers would just as soon chalk off the 
losses to experience rather than go 
through the trouble of tracking down the 
guilty parties. Even when the culprit is 
caught, they often accept restitution and 
refuse to prosecute. The general feeling 
among businessmen is that check passers 
are involved in a gentle form of crime, in 
that they use neither weapons or violence. 

Despite this attitude, however, the Fed- 
eral Bureau of Investigation in the fiscal 
year ended June 30 examined 28,702 bad 
checks in its laboratories, an increase 
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of 22 per cent over last year and 73 
per cent above 1952. The bogus paper 
was sent in by local law enforcement 
agencies for comparison against the ex- 
tensive file the FBI has on known bad 
check operators. 

Defensive steps. Several suggestions 
have been given to curtail these opera- 
tors. The American Bankers Association, 
for example, says banks should not cash 
or advance funds on uncollected items. 
It feels such action would cut out all the 
worthless checks, insufficient funds or 
otherwise. 

Many stores are also trying identifica- 
tion card systems to cut their losses. One 
large chain store in Philadelphia recently 
introduced a plan whereby people fill out 
the cards and identify themselves ahead 
of time. The identification cards are then 
sent to their homes and a duplicate kept 
on file at the store. A customer without 
a card can’t get his check cashed. 
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Caught Off Base 

The attractive bank shown below is 
The Second National Bank of Richmond, 
Indiana. It is not in Richmond, Virginia, 
as we incorrectly identified it to be in the 











The Second National Bank, Richmond, Ind. 


Hoosier landmark 


pictorial review of new and modernized 
bank quarters in our October issue. Our 
slip caused quite a commotion in Rich- 
mond, Virginia, for there is no institu- 
tion by that name in that city. 
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New Look in Signs 

A new trend in the banking field is 
the increasing use of changeable copy 
signs to present fresh and interesting 
messages to the public. 

Most of these versatile displays are 
being used effectively to promote services, 
such as mortgage loans, savings, and the 
like, according to E. Wagner of the 
Wagner Sign Service, Inc., Chicago, 
Illinois. Many financial institutions, how- 
ever, are using their signs to publicize 
civie activities, or to create good will. 

\dvertising men claim that the chief 
advantage of these signs is that copy 
can be changed quickly and easily. This 
permits a regular schedule of messages 
to attract attention and pull in cus- 
tomers. 
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BUSINESS CONDITIONS IN 
SOUTHERN ‘CALIFORNIA 


RESEARCH DEPARTMENT CONDENSED SUMMARY 
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RECORD INDUSTRIAL EXPANSION 


THE EXPANSION of industrial facilities in Los Angeles County is pro- 
ceeding at a record pace in 1956. During the first nine months of the year, 
building permits for industrial construction were issued in the County 
at a rate equivalent to $165 million per year. That represented a gain of 
32% over the previous record established in 1955. New plants and 
expansions announced during the current year promise to involve a capi- 
tal investment of about $350 million. That would be a 42% gain over 
last year, and the largest annual total in the history of the County. 
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9-MONTH ANNUAL RATE 
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FRIENDS AND CUSTOMERS of Security-First National Bank desiring 
to receive our MONTHLY SUMMARY OF BUSINESS CONDITIONS IN 
SOUTHERN CALIFORNIA regularly may have it sent to them free of 
charge upon request. Write Bank and Customer Relations Department. 


RESOURCES OVER 2 BILLION DOLLARS 


ECURITY-FIRST NATIONAL 


BANK OF LOS ANGELES 


FOUNDED 1871 





MEMBER FEDERAL RESERVE SYSTEM . MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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A Pictorial Glimpse of Trends in Drive-In Bank Styling 


Featuring the latest adaptations in motor banking facilities around the country 
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Portland, Ore. The new five-story motor bank building ad- 

joining the United States National Bank head office pro- 

vides off-street parking, drive-in service, and space for 
trust and executive offices. It has a full basement 


























lobby, and a civic room are featured at the new 
North Meridian Street office of the American 
Fletcher National Bank and Trust Company 
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Concord, Calif. This new branch of the Crocker-Anglo 

National Bank has 7,500 square feet of office space. 

The protective steel canopy extends several car 
lengths back of the drive-in window 














Beaver Falls, Pa. A functional vestibule and an extensive 

glass front are highlights of the new Citizens National 

Bank building. Its corner lot site allows maximum use 
of two drive-in windows at structure 
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Danville, Va. Interior and exterior of the new Ballou 
Park branch of The First National Bank feature dark 
red Roman in tapestry brick. Vault is marble encased 




















Ashville, N.C. The attractive new East office of the 
First National Bank and Trust Company is constructed 
of glass and peach blossom sand-faced brick 














State College, Pa. The Peoples National Bank’s new 
Drive-in branch has drive-in facilities on either side of 
the building in a service station style setup 


in addition has two drive-up and two walk-up windows. 





Bank Building Corporation of Americ 


St. Louis, Mo. The Chippewa Trust Company’s new drive- 





Carthage stone was used on exterior 
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Canton, O. The modern, new McKinley branch of the First National Bank has four drive-in stations set in a sawtooth 

arrangement. Entrance and exit to the area can be made from several streets, assuring patrons of fast, convenient serv- 

ice. Located in the downtown section, the new facility features building materials from nearly every state, including 
brick and tile of local origin. The attractively landscaped building has a large parking lot 
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South Gardner, Mass. Off-white and red relief set off this Syracuse, N.Y. Three auto teller windows, a walk-up 

new gilass-enclosed branch of the Gardner Trust Com- unit, and three lobby stations are featured at the new, 

pany. Scientifically balanced lighting and low, modern highly serviceable Downtown Drive-In office of the 
teller counters are among its interior features First Trust and Deposit Company 
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Raleigh, N.C. The functional new Farmers Market Harlingen, Tex. Motorists now have access to four drive- 

branch of the Security National Bank has drive-in in windows at The First National Bank. A walk-up window 

windows on both sides. Effective blending of glass yas included in the remodeling program. Units are located 
areas and landscaping are other features on the bank’s old parking lot. New lot is in rear 














Joliet, Ill. The Union National Bank and Trust Company’s new Auto-Bank addition has five drive-up stations. Indi- 
vidually landscaped, the speedy auto facilities are arranged to allow waiting room for as many as 19 cars without 
interfering with traffic on the 40 car parking lot in the rear. The main building was also modernized 
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Pictorial Parade of New and Modernized Savings — Loan Quarters 


Featuring exterior and interior design trends of associations in several states 

















Bank Building Corporation of America 
Los Angeles, Calif. A terrazzo floor, marble counters, marble and 


aluminum column coverings, and recessed lighting fixtures are high- 
lights of the new Crenshaw Blvd. office of Great Western Savings 
and Loan. Main floor has 15,400 square feet of work space 









































Urbana, O. The attractive facade of the new 
Perpetual Federal Savings and Loan building 
is of modified Roman Corinthian design. Indiana 








Elmira, N. Y. Insulated glass set in Roman brick accents modernity 
of the new Elmira Savings and Loan quarters. Overhanging canopy 


extends around three sides of building 








Connorsville, Ind. Indiana limestone combines with 

Roman brick at the new Union Savings and Loan 

building. It is of popular modernized colonial design, 
with open front in the traditional style 





Salem, Ore. Tawny walnut Formica furnishings are high- 
lighted at the Salem Federal Savings and Loan building. 
Tile is used at heavily trod entrance path, carpeting in 


remainder of office. Note photo murals on wall 
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limestone is the basic construction material, 

blending well with wide expanses of glass and 

aluminum trim. Planter boxes and suspended 
lighting are other modern touches 
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The Cunneen Company 


San Bernardino, Calif. Functional new Santa Fe Federal 

Savings and Loan features popular time-temperature sign. 

Protective canopy extends from the parking lot to the main 
entrance. Door and window frames are of aluminum 
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Bank Building Corpor man a fenice 
San Jose, Calif. Lobby of new First Federal Savings 
and Loan building utilizes cork finish wall and terrazzo 
floor. Homelike atmosphere is attained in spacious, 
carpeted customer lounge at extreme left ' 
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Guaranty Trust Company’s electronic 
equipment handles mathematical 
operations, helps give customers 


better banking service. 
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Electronics Speeds Service 
to Guaranty Customers 


One of the pioneering applications of 
electronics to commercial banking took 
place last month when the Loan De- 
partment of Guaranty Trust Company 
started processing commercial loans 
through a new electronic computer 
capable of doing the work of as many 
as ten rotary desk calculators. 


machine was 
carrying the major portion of the de- 
partment’s posting work load, making 
the switch from manual to automated 


At month’s end, the 


nethods with a minimum of proce- 
lural revisions and capital costs. 

This is not Guaranty’s first piece of 
lectronic equipment. The bank’s 


stock Transfer Division, for example, 
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makes use of electronic calculating 
units to process dividend checks. The 
machines calculate checks to be paid to 
stockholders of companies for which 
Guaranty acts as transfer agent. Last 
year these machines processed close to 


6,000,000 dividend checks. 


Guaranty has long been a leader in the 
application of mechanical and elec- 


tronic processes to banking operations. 


The bank played an important role in 
the early development and perfection 
of some of the machines which are 
widely used by banks today. 


Guaranty’s mechanical and electronic 
equipment, plus a constantly expand- 
ing program by the bank’s Research 
and Development Department, add up 
to better service for all the bank’s 
customers. 


GUARANTY TRUST COMPANY 


Fifth Ave. at 44th St., New Yor 


OF NEW YORK 


Capital Funds in excess of $400,000,000 


40 Rockefeller Plaza, New York 20 


140 BROADWAY, NEW YORK 15 


Madison Ave. at 60th St., New York 21 


London « Pari * Brussels 


Member Federal Deposit Insurance Corporation 
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The feeling of 
Satisfaction is deep 
...and personal 











When a banker stands back proudly after months of 
patient planning and views a magnificent new banking 
office, finally completed, he finds many things that 
afford him great satisfaction. 

And that satisfaction is seldom deeper or more per- 
sonal than when he finds himself showing off the 
bank’s new Mosler Century Vault Door. You can 
understand why. 


First of all, its modern, massive beauty is almost 
breathtaking. Yet it achieves its bold “tomorrowness” 
without surrender of the look of dignity and impreg- 
nability that a vauit door ought to have. 

Then there is the assurance that superb engineering is 
inherent in this as in all Mosler products . . . that 
matchless performance over the years may be taken 
for granted. 

But perhaps he finds the deepest satisfaction in the 
knowledge that his personal judgment is so widely 
confirmed by leaders in banking, business and govern- 
ment — who have held the name Mosler in highest 
regard for over 100 years. 
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If your bank is considering either immediate or long- 
range modernization or expansion plans, our experience 
is at the call of you and your architect. 
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The Mosler Century Bank Vault Door, Texas National Bank, Houston Texa 


MI 6 S L ' | THE MOSLER SAFE COMPANY « SINCE 1848 «© 320 FIFTH AV: “UE, 


and banking go forward together 
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While you put out the lights 


and set the alarm last night... 


Continental Illinois’ night staff 
processed 1'7'770 cash items 


Let’s just suppose that—last night — 
closing your book, winding the clock, turn- 
ing the sheets down and the lights out, 
took you five minutes. 


In those brief five minutes, this bank proc- 
essed almost 1800 cash items! 


(That’s estimated from the total volume of 
work done on an average night from 11 
p.m. to 7 a.m. by our night force.) 


What does speed like this mean? 
Earliest possible presentation! 


It means that many checks air-mailed to 
us in the afternoon by correspondent 
banks from coast to coast become avail- 
able funds the following morning. 


That we’re proud of such service isn’t the 
point. That our correspondents are very 
happy with it is! 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 
Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 
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This businessman’s bank in the heart of San Francisco’s financial district has progressed steadily 


VIA PERSONALIZED SERVICE 





COMPETT 





GET “GLANS” 


Surrounded by some of the nation’s greatest banks, the Pacitfie 
National has thrived without branches or big-budget promotion 


By 
EARLE H. LeMASTERS 


President, Pacific National Bank 
of San Francisco, 
San Francisco 20, California 


NDER banking conditions of to- 
day, the smaller bank in a com- 
munity of any size is invariably 
competing for business with some 
larger institution. Here in 
San Francisco the Pacific Na- 


block-long headquarters of giant Bank 
of America. Around the corner on 
California Street are the head offices 
of First Western Bank and Trust 
Company, American Trust Company 
and The Bank of California, N.A. 
Three blocks eastward at Montgomery 
and Market is the main office of his- 
toric Wells Fargo Bank. Just opposite 
is the No. 1 Montgomery Street Office 


of Crocker-Anglo National Bank, and 
another block north is its head office 
at No. 1 Sansome Street. 

Our institution was founded in 1924 
by a group of businessmen, who be- 
lieved there was a definite place among 
the giant banks located in San Fran- 
cisco’s financial district for a bank 
“small enough to be able to give indi- 
vidual, executive attention to each 

client . . . and yet one that 





tional Bank is in a unique po- 
sition. As the only indepen- 
dent, unit, commercial bank in 
our community, it is engaged 
in competition with a group 
of the largest banks in the 
country. 

We are located at 333 Mont- 
gomery Street, in the heart of 
the downtown financial dis- 
trict. We have no branch offi- 
ces. Across the street is the 
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would become large enough to 
take care of any customer’s 
financial needs.” 

The bank began with total 
assets of about $2,000,000. 
During the past three years 
there has been a gain in 
deposits of approximately 
$1,000,000 a month, and total 





Mr. LeMasters (right) chats 
with customer. First-name 
relationships are stressed 


33 




























resources reached an all-time high of 
$95,864,235.70 as of June 30, 1956. 

This steady growth is the result of 
a well-rounded public relations pro- 
gram designed to provide a personal- 
ized banking service. 

The problem of our bank from its 
beginning has been to devise ways 
whereby it could compete with the 
larger institutions. This means com- 
peting not only for deposits, commer- 
cial accounts and loans but for the 
services of top-grade employees. With 
all operations centered at one down- 
town location, it has had to compete 
with the branch banking systems 
which reach the outlying districts. 
We can’t begin to compete with their 
large annual appropriations for ad- 
vertising, promotion and _ publicity, 
hence must develop some other means 
of attracting favorable attention and 
bringing new customers into the bank. 
The major purpose of this article is 
to cite some of the special inducements 
we have developed. 

Primarily this is a businessman’s 
bank. We have especially directed our 
attention to the business community 
and aimed to have our facilities find 
favor with both the large and the 
small businessmen, as well as the pro- 
fessional men. 

Commercial loans are our principal 
activity, and at last year-end those 
outstanding totaled $44,948,565, an in- 
crease of $9,011,701 over total loans 
for one year previous. This volume in- 
cludes a limited number of customers 
who were granted our maximum un- 
secured line of credit for $500,000. 
The mainstay, however, of our credits 
are loans to small businesses where 
our assistance to worthy borrowers 
serves many purposes for the good of 
the individuals and their businesses. 
Our personal loans and other type 
small loans are mainly a service func- 


























34 


From left: Vice-Presidents A. C. Gaither, D. W. Hogate, T. G. Bourke, D. G. White; President LeMasters; C. K. Schieck, vice- 
president and cashier; A. G. Cienelli, vice-president; J. B. Chamberlain, trust officer 


At weekly meetings, senior officers discuss how to maintain above-average public relations 


tion for the convenience of those who 
carry commercial accounts and do 
business with us. 

On savings accounts we pay 2% per 
cent interest, the maximum rate per- 
mitted by Federal Reserve Board reg- 
ulations. We are the only bank in San 
Francisco paying this rate, which we 
have been doing since July 1, 1951. 
We feel this higher rate is justified, 
based on our earnings, and that the 
customer is entitled to the highest re- 
turn on his savings consistent with 
the bank’s ability to use such funds 
soundly and profitably. 

Many times we find the opening of 
a new savings account is the beginning 
of a relationship which results in the 
opening of a commercial account or 
leads to some new trust business. 
Generally, where savings accounts 
have come to us because of the 21% per 
cent rate, there has been a correspond- 
ing increase of about one-third in ad- 
ditional commercial business. 

In a bank like ours every officer is 
qualified and has the authority to 
“make decisions” on loans and services. 
This policy speeds things up. Four of 
our senior officers, including the presi- 
dent, are former bank examiners. This 
training has given them an intensive 
background of experience to use in 
discussing customers’ problems. 

In following our basic policy of pro- 
viding personal service, especially to 
businessmen, our officers make it a 
point to get to know them intimately 
by their first names. There are no rule 
books which govern in handling cus- 
tomers’ problems. We endeavor to fit 
the financing to their personal require- 
ments, rather than expecting their 
problems to conform to the usual nor- 
mal banking procedures. As the result 
of this flexible approach, practically 
every customer becomes a salesman for 
the bank. Our customers who have 





found a satisfactory relationship are 
constantly bringing in their friends to 
get acquainted with us. 

Our board of directors totals seven- 
teen, and consists of fourteen top busi- q 
ness executives and three senior 
officers of the bank. We feel that the 
make-up of this board is unusual, be- 
cause these leaders represent so many 
important segments in the commercial 
life of not only San Francisco but the 
Pacific Coast as well. 

For instance, represented on the 
board are executives representing such 
industries as chemicals, shipping, 
paper products, life insurance, electri- 
cal manufacturing, general construc- 
tion, wholesalers and distributors, re- 
tail stores, etc., along with leaders in 
the agricultural field. 

This group is a “working” board of 
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All executives are in the open, fofyeady 
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directors and its individual members 
. are a valued aid to the management in 
producing new business and adding 
new bank customers. 

4 We emphasize to our executives the 
importance of maintaining above aver- 
age public relations and developing 
new business, despite the fact they 
may be functioning mainly as loan of- 
ficers. Once a week we hold a meeting 
of all officers to go over the bank’s 
public relations program. Here we 
discuss the calls that are made by 
senior officers upon bank customers; 
the leads for new business that develop 
from those calls; whether we can refer 
suggestions arising from those calls 
to the directors for their assistance 

















f). R. BAILEY « Sex 
LESTER 8. COREY © Utsh Constructio 

R. STANLEY DOLLAR, JR. + Exccatice Uree Pres. The Rebert Dollar Ce 
t.6O). P. EGGLESTON «¢ Pres 
ANDREW €. GATHER «© Vice President 
H. ROWAN GAITHER, 1K 
BL W. HEGGBLADY © Py 
MARSHALL LASHER © f sce 


y-tsen f Mer. « 





» President bard Foundation 





hident Hegeblade-Margis 





Provident Hathand © Company 


in further devolopment of such con- 
tacts, as well as referrals to our cus- 
tomers who may be friendly to that 
lead. Then the officers in their daily 
work may have an opportunity to con- 
tact some customers in order to obtain 
assistance on new leads. 

In addition, we also have a major 
meeting with the staff about once a 
month to discuss any current service 
activities. 

Two of our recent public relations 
projects have been highly successful. 
The first was the production of a novel 
brochure entitled “Men of the Pacific,” 
designed to portray the bank’s person- 
al service and the officers who make it 
possible. It showed a close-up of each 


n, fofrealy accessibility. The staff works in a friendly, informal atmosphere 
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Novel booklet personalizes officers, shows meeting of strong “‘working”’ board of directors 


executive in a characteristic facial ex- 
pression, and gave a brief biography 
of his training and experience, bank- 
ing specialty, and so on. A center 
spread pictured a typical committee 
meeting of the board of directors. 

This brochure was distributed to 
our stockholders and depositors and 
has been directly responsible for pro- 
ducing substantial new business. The 
bank management also received several 
hundred letters and telegrams com- 
mending this innovation. 

As each new account is opened, we 
give a copy of “Men of the Pacific” so 
that the customer will immediately be- 
come acquainted with our official fam- 
ily and find in glancing through it 
some common interest shared with 
some officer. It might be hunting, fish- 
ing, gardening, or where they were 
born or went to school, or they may be 
members of the same fraternity— 
something that ties in closely in per- 
sonal interests. 

The second project was to bring to 
San Francisco the electronic recording 
of the famed Big Ben bells in London, 
which gives the correct time hourly 
throughout the financial district. This 
novel equipment resulted in the bank 
receiving world-wide publicity. 

Our institution is the only bank in 
San Francisco to have a revolving 
street clock, a well-known Montgomery 
Street landmark. It is installed on the 
front of our building at the mezzanine 
floor level and as it revolves, one side 
shows the correct time and the other 
the prevailing temperature. 

During the holiday season last year 
this clock was hooked up with specially- 
developed electronic equipment, includ- 
ing a tape recording, which enables it 
See COMPETING WITH “GIANTS”—Page 78 
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66Q‘AVE Conveniently by Mail,” 
“Bank With Us at the Nearest 
Mailbox’”’. Ads like these are 
appearing in every metropolitan news- 
paper and in many of the small town 
weeklies all of the time. 

Proof that banking by mail is on the 
increase is found in a study made by 
the advertising department of the 
American Bankers Association which 
shows that as to bank services being 
advertised, banking by mail has risen 
from 13th place ten years ago to 4th 
place in 1956. 

Let’s start with the premise that the 
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From the standpoint of costs and customer 
relations, a subject fully warranting 
operating management attention 


How One Bank Handles 
MAIL DEPOSITS 










By 
ARTHUR J. LINN 


Vice-President, The National Bank of 
Washington, Washington, D.C. 


mail deposit function is important to 
all banks. Even the smallest bank can 
hardly avoid occasional mail transac- 
tions involving deposits and every 
bank, small or large, contacted during 
the course of this study agreed that 
the way these transactions are handled 
has a significant effect on customer 
relations. A job well done, from the 
customer’s point of view, has a good 
effect, while a hit-or-miss, slap-dash, 
careless sort of a job has a bad effect. 
It’s as simple as that. It follows that 
in many banks the performance of the 
group or department handling mail 
deposits certainly justifies the atten- 
tion and study of top operating man- 
agement. 

The National Bank of Washington 
clears approximately 17 per cent of its 
total number of deposits through its 
mail deposit department. The depart- 


ment processes from 14,000 to 17,000 
deposits per month, with a daily aver- 
age ranging from 700 to 800. A typical 
month is marked with extreme peaks 
and valleys, insofar as the daily work 
load is concerned. On certain days the 
output is twice the average figure. Ex- 
tra help is applied on the heavy days. 
There is some overtime, but we take 
the position that any department that 
does not run into occasional overtime 
is probably overstaffed. 

The conventional “bank-by-mail” 
envelope is in such general use that it 
seems useless to devote any space to 
its description here. A few comments 
may, however, be in order. First, it 
takes more time to process a “‘bank-by- 
mail” deposit than most bank officers 
realize, as there are many handlings 
between the time the envelope comes 
into the bank and the time the custom- 
er’s receipt and another envelope final- 
ly leaves the bank on its way to the 
post-office. There are various factors, 
inherent in any and all deposits, that 
prevent this operation from becoming 
a straight production line job. 






For the regular bank-by-mail envelope operation, standard forms 
are used along with machine validation 











DIRECTIONS FOR EANKING BY MAIL: 

1. Fill out attached deposit slip. Print name exactly as account is 
carried on our books 

2. Endorse checks as follows: Deposit to the Credit of. (Your Si) 

3. Enclose deposit ticket and this Receipt with checks, ete. in pock:t 
of envelope. The Receipt will be acknowledged and returned to 
you with a new envelope for your next deposit. 

4. Send currency or Pp by regis! d mail only. Use this 

* envelope. : 

5. For duplicate record of deposit, put carbon paper between deposit 
slip and back of Deposit Receipt. 














PRINT YOUR NAME AND ADDRESS ON THESE LINES 









MAIL DEPCSIT RECEIPT 


We credit your checking account this 
day, as per validated amount below. 


THE NATIONAL BANK OF WASHINGTON 
‘WASHINGTON, D. C. 
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WORK FLOW—MAIL DEPOSIT DEPARTMENT 
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Open envelopes and sort contents 

Validate deposit slips and customers receipts 

Prepare deposit slips on checks received without deposit slips 
Endorse checks where needed 

Distribute miscellaneous items received 

Return customers’ receipt and a bank-by-mail envelope where applicable 
Deliver deposit slips and checks to proof department 
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Deposits with cash Savings deposits Deposit slips Validated Duplicates of Forms: Miscellaneous 
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Mr. Linn’s advice: it will pay to provide adequate work space, tools, personnel, supervision 


Now, bank-by-mail envelopes are 
relatively high priced pieces of bank 
stationery and it is not uncommon for 
a bank to find that it is only getting 
the use out of 65 to 75 per cent of the 
quantity purchased. This indicates a 
25 to 35 per cent waste, which would 
suggest to the thrifty banker that it 
might be smart to look into the meth- 
ods of distribution of this item. 

Everybody in your bank knows 
when you spend a big chunk of money 
all at one time, but little leaks and 
losses like this are hard to identify. 


They work something like termites, 
the first warning of their presence is 
when the piano falls through the floor. 

In a bank of the size where the dis- 
tribution of mail is a problem, it is not 
uncommon to find that the mail deposit 
department becomes a “dumping 
ground” for all mail that is not readily 
identified at the distribution center. 

When this happens, mail deposit 
gets a weird assortment of paper, all 
of which is important and must be 
properly routed and processed. This 
condition again points up the impor- 


tance, yes, the necessity of having a 
competent department supervisor, who 
either knows all the answers or knows 
where the answers can be found. 

In a bank the size of the one with 
which the writer is associated, with a 
quarter of a billion dollars in total 
resources, this all adds up to a con- 
siderable problem. This article is writ- 
ten with the thought that a few ob- 
servations gathered from _ practical 
experience might be helpful to other 
banks, regardless of size. 

See HANDLING MAIL DEPOSITS—Page 86} 


Other incoming mail credits are handled separately, in an entirely different manner 


Cross file drawers house two-part credit and advice forms addressographed in advance 
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WE CREDIT YOUR ACCOUNT TODAY WITH THE FOLLOWING, SUBJECT TO CONDITIONS ON REVERSE SIDE: 


THE NATIONAL BANK of WASHINGTON 


WASHINGTON, DB, C. 
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Some of the requirements and procedures involved 
in tapping this source of long-term funds 


Kole of PRVATE PLACE 
orporate Hnancing 
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By 
Ww. T. GRIMM 


President, W. T. Grimm & Company, Inc., 
Chicago, Illinois 


HE expansion in industry seems 

to proceed at a phenomenal rate. 

Much of this is undoubtedly due 
to new products which have come on 
the market since the war. But unfor- 
tunately, the increase of capital has 
not kept pace with the industry’s 
growth. As a result, we have many 
manufacturers seeking new sources of 
long-term funds. Some of these com- 
panies go into public financing. But 
many would like long-term loans, pre- 
ferably from insurance companies. 

Since many bank officers, attorneys 
and corporate officials call at our 
offices, and since many ask the same 
general questions about insurance 
company loans, it may be of interest 
to indicate the general requirements 
and procedures. 

According to the Securities and Ex- 
change Commission reports, about one- 
third of all corporate securities sold 
in 1955 went directly to insurance 
companies, fraternal orders, pension 
and trust funds. These security issues 
never went through underwriters, 
never passed through SEC registra- 
tion, did not require an offering pros- 
pectus, and cost of flotation was less, 
on the average, than for a public offer- 
ing. Such corporate financing is 
known as direct placement sales, or 
private placement loans, and this di- 
rect method of raising funds is used 
by small companies as well as large 
companies. How is this private place- 
ment financing done, who does it, un- 
der what conditions, and what are the 
drawbacks? 

Direct placement sales totaled about 
$3.6 billion in 1955. In number, most 
of these direct sales are arranged 
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Grimm & Company executives, left to right: J. S. Myers, vice-president, R. W. 
Parry, manager, sales and merger division; President Grimm; F. E. Law, man- 
ager, mortgage loan department; L. D. Cramblit, vice-president, Los Angeles 


Private placement specialists negotiate best possible terms 


through specialists who bring together 
the institutional investor and the cor- 
porate borrower. 

Industries leading the parade in 
direct placements are basic chemicals 
and allied lines, transportation (e.g., 
railroads), oil refining, natural gas 
production and distribution, gas and 
electric utilities. Not far behind are 
the manufacturers of electrical equip- 
ment, electronics, metal products, oil 
field equipment, chemical products and 
plastics, food products and finance 
companies. 

About 95 per cent of the private 
placement issues are debt obligations 
—bonds, debentures, notes and mort- 
gages. Preferred stock is sometimes 
used. About one-third of the dollar 
volume of last year’s $3.6 billion in 


private placements involved securities 
with maturities of 10 to 15 years; of 
the number of private placements, 
more than half were 10-15 year ma- 
turities. A few issues will run as long 
as 30 years for large, well-known bor- 
rowers. About half of the year’s direct 
placements financing was for the pur- 
pose of company expansion and plant 
improvement. Working capital needs 
accounted for about 20 per cent; re- 
funding of outstanding securities 
about 15 per cent. 

Placements may range from $250,- 
000 to a few as high as $150,000,000. 
To entitle a manufacturing company 
to a minimum loan of $250,000 the 
borrower should have a net worth of 
at least $500,000, and a good earning 
record. Interest rates vary from 312 
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COST COMPARISON: PRIVATE VS. PUBLIC FLOTATION 





























Size of Issues Privately Placed Publicly Offered 
(000 omitted) Issues Issues 
Number Total Number Total 
of Costs of Costs 
Issues (Per Cent of Issues (Per Cent of 
Proceeds) Proceeds) 
$ -499 145 3.05 4 10.21 
500-999 162 2.24 8 8.72 
1,000-2,999 207 1.45 12 5.61 
3,000-4,999 51 1.13 61 2.69 
5,000-9,999 68 .89 72 1.91 






NOTE: Costs for both private placements and public issues are somewhat 
higher than the average, for companies seeking money for the first time 






(Source: Studies made in 1951-1952 by the 
Securities and Exchange Commission) 










Figures cover issuing expenses exclusive of interest costs 






to 6 per cent, depending on the bor-_ range between 3 and 4 per cent. 
rower and the money market. These conclusions flow from two 

Direct placement of corporate se- studies made by the SEC. First is the 
curities has grown mainly because of study entitled Privately Placed Se- 
simplicity, speed and savings in cost. curities—Cost of Flotation (1952), 
Securities and Exchange Commission and second is the study entitled Cost 
registration and preparation of an of Flotation of Issues Effectively 
offering prospectus with its attendant Registered with the SEC (1951). The 
legal and auditing expenses are comparison on cost appears at the 
avoided, not because a company may top of this page. 
wish to avoid public disclosure, but From our extensive experience in 
because the law does not require such this field, we find that corporations 
registration where no “public offer- which normally use such direct financ- 
ing” is involved. ing are mainly of two sizes: the long- 

established larger corporation, and the 

S far as speed is concerned, under medium-sized growth company, usu- 

favorable circumstances some com- ally unknown to investors, and coming 

mitments for private placements have’ into the market for outside financing 
been negotiated within a week. for the first time. 

Another reason for the popularity From our experience, also, we learn 
of direct placements is the possibility that institutional investors seek cer- 
of working out a delayed takedown tain major qualities in evaluating a 
of the funds; for example, during a manufacturer’s application for a direct 
construction period. This is particu- loan. By and large, the investors want: 
larly advantageous when the construc- first, to be assured of competent man- 
tion period for a particular project agement in the borrowing company; 
extends over a long interval, and when _ second, to find a history of company 
interest charges on idle funds would profits and demonstrated ability to 
amount to a substantial item of cost. repay the loan; and third, they seek 

Flotation costs on direct placements some assurance that the new funds 
are usually substantially less than on will be put to constructive use. 
public offerings. This is especially The role of the private placement 
true of smaller loans where issuance _ specialist is to counsel with the issuer 
and selling expenses expressed as a_ as to the best type of issue to meet 
percentage of proceeds tend to be high. his needs and thereafter to prepare a 
lor example, a medium-sized manu- comprehensive report which will cover 
facturing company with a net worth company history, purpose and terms of 
of $1144 million desiring to borrow the loan, analysis of financial state- 
$500,000 today would probably pay ments, calculation of investment ratios 
around 10 per cent or more of the and legality status, appraisal of man- 
amount obtained, as costs of a public agement and key personnel, standing 
ofering. The direct placement com- in the industry and long-range out- 
riuission, however, would probably look, etc. Then, the specialist proceeds 
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to present the proposal to the proper 
institutional investor and to negotiate 
the best terms obtainable. 

Some insurance companies have 
strong preferences for certain types 
and amounts of loans, representative 
of certain industries. Other insurance 
companies seek other characteristics 
in size, location and industry. Pension 
funds, fraternal orders and _ trusts 
show the same differences. There are 
well over 300 institutional investors 
in this country and in Canada, and 
each has its own investment policy. A 
good deal of the art of the direct 
placement specialist lies in knowing 
exactly which institutional investors 
are seeking what kinds of loans at the 
moment—and then counseling the cor- 
porate borrower on the best source of 
funds and the best terms. 


HE latter—the best terms—are of 

major significance to the borrower. 
Manufacturing company officers are 
often wizards at understanding their 
own financial situation, but usually 
don’t know whether the terms offered 
in an institutional loan are too tight, 
or whether a better deal couldn’t be 
secured elsewhere. 

Not only must the borrower be coun- 
seled on the principal amount to be 
borrowed, but the maturity, interest 
rate, call prices and offering price re- 
quire careful consideration. Quite 
often, borrowing corporations will 
accept sinking fund provisions on 
their loan which may prove embar- 
rassing in future years—but so inter- 
ested are they in the principal sum 
that they often overlook repayment 
clauses. The same applies to call prices 
on the issue. Fairly often, a company 
wants to retire a long-term insurance 
company loan because other sources of 
funds—at lower cost—have become 
available. To substitute one for the 
other may become very costly unless 
the insurance company loan was so set 
up that the call price, before maturity 
date, is not too high and does not 
provide too stiff a penalty for retire- 
ment of the debt before maturity. 

The same considerations hold with 
regard to security for the loan. Should 
it be a closed or open-end first mort- 
gage on all fixed assets of the bor- 
rower, or would a debenture serve 
just as well and save trustee’s fees? 
Should the loan permit or preclude 
additional funded debt, or bank in- 
debtedness? Should the borrowing 
corporation accept a provision that it 
agrees to maintain a certain specified 
current ratio? What about dividends? 
Sometimes an institutional investor 
may insist that the borrowing com- 
pany limit its dividends to 25 or 50 
per cent of net income after taxes and 
sinking fund payments. Other inves- 
tors may permit 75 per cent or more. 

See Role of PRIVATE PLACEMENTS—Page 89 
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Proof that a heavy layer of dignity 
is not essential to success 
in the banking field 


PUYALLU 


Manhattan correspondents—could get 
quite a shock if he happened into our 
lobby on one of several different occa- 
sions during the year. 

In World Series Week, for instance, 
he would find a television set at one 
end of the room, crowded bleacher 
seats down the middle. The floor would 
be littered with shells from a generous 


By 
PAUL W. MILLER 


President, Citizens State Bank. 
Puyallup, Washington 


OMEONE steeped in the more dig- 
@ ified traditions of the banking 
industry—say, a _ gray flannel- 
suited representative of one of our 


The bank’s experience: its relaxed, informal touch “pays off” 


Bleacher seats, peanuts, hot dogs, as World Series is televised in lobby 








During remodeling. plywood walls were decorated with some timely sketches 
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The Light-learted Bank 


supply of free peanuts, as we inten- 
tionally leave the shucks unswept all 
day. Undignified? Of course the whole 
stunt is undignified, but our customers 
love it. Just to prove my point, one 
day last year at a crucial point in the 
ball game two prominent local citizens 
added to the gala spirit by marching 
in unannounced and loudly hawking 
free hot dogs to the assembled fans. 

Next week, as this article is being 
written, our city will entertain the an- 
nual Western Washington Fair. All 
week long every one of our officers 
and employees on duty, whether in 
customer contact job or behind the 
scenes, will be wearing a rodeo cos- 
tume provided by the bank, complete 
with broad brimmed white hat and 
blue cotton shirt cut in Western style 
with lots of pear] buttons. This is the 
second season for those cowhand 
clothes. and we expect to get several 
more years’ use from them. It may 
come as a shocking thought to a big- 
city banker, but we find it just as easy 
to use good credit judgment while 
wearing these togs as our rest-of-the- 
year business suits, and there seem to 
be no more differences plaguing the 
tellers and bookkeepers at the end of 
each business day. 

Looking backward, we cannot pre- 
cisely pinpoint the moment when we 
decided that an informal, relaxed man- 
ner in approaching and dealing with 
the public might well produce more 
business and more goodwill than the 
staid attitudes conventional to bank- 
ing. This idea followed along logi- 
cally after we had determined that we 
could well take more advantage of our 
close acquaintance in the community, 
our individual participations in com- 
munity activities, and the comfortable 
relationships enjoyed with our neigh- 
bors. 

Admittedly, the 


informal institu- 
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Gala rodeo spirit, cowhand regalia, pervade bank during annual Western Washington Fair 


tional attitude that resulted from this 
line of thought reflects the personal 
attitudes of our top officers, all of 
whom enjoy laughing. We reasoned 
that if molasses catches more flies 
than vinegar, we probably could at- 
tract more business and increase reve- 
nues by making people enjoy their 
dealings with the bank. We knew we 
could do this without in any respect 
impairing the functioning of our 
budgetary control, our audit system, 
or any of the other working tools of 
modern bank management. 

Nothing that we have done in this 
direction deserves being called a pro- 
gram. Rather, what has occurred 
along this line is a succession of inci- 
dents all aimed toward the same broad 
target. Ours is an attitude, not a pro- 
gram. Whenever we have thought of 
some amusing or unorthodox stunt 
that might be a business-builder, in- 
stead of turning it down for its inher- 
ent lack of dignity we have asked our- 
selves, “Well, why not?” Then, more 
times than not, we end up by giving 
the idea a whirl. 

For instance, we recall that miser- 
able winter season when it rained 
every day for almost six weeks. Sit- 
ting at our desks one morning with 
not a lobby customer in sight, some- 
one said, “I don’t see why anybody 
vould be fool enough to go to the bank 
on a day like this. It’s a natural for 
promoting bank by mail.” 

No sooner said than done. A letter 
went out next day to our entire cus- 
tomer and prospect list saying, in ef- 
tect, “We don’t blame you for not 
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coming to the bank. This weather 
isn’t fit for going outdoors. So we are 
enclosing a mail deposit set. Just use 
it to mail us your deposit. It’s lots 
easier this way.” 

That single letter doubled the vol- 
ume of our mail deposits overnight, 
and we held the gain. This off-peak 
activity has proved extremely valu- 
able in our operations cost control. 
Also, some of it is new business we 
might otherwise not have had. 

In another wet spell characterized 
by some unusually heavy rains, we 
produced a newspaper advertisement 
headed with a cartoon drawing of a 
customer in a boat making a deposit 
at our “Drift-In Window.” We sug- 
gested that if no boat was available 
for coming to the bank, there is always 
the mailman. That gave our mail de- 
posits another boost, and stimulated 
a world of friendly comments. 


ET me earnestly attempt to rebut 
any suspicion you may have that 

we are just a bunch of cornfed come- 
dians doing anything for a laugh. The 
bank’s record must, we believe, con- 
vince anyone that this simply could 
not be. In an area with sharp compe- 
tition from neighboring big cities as 
well as locally, from banks of large, 
well-managed branch systems and 
from progressive unit banks, we have 
shown a steady growth curve that can 
be measured against any without apol- 


Congratulatory cards enclose 
news clippings on localites 









































ogy. Our earnings have risen at an 
even more gratifying angle than our 
deposits. So have our capital funds. 
In brief, we have proved to our man- 
agement’s and our stockholders’ satis- 
faction that it has paid us to let the 
air pressure out of our shirtfront. 
Our service to customers, our bank 
management methods, and our person- 
nel policies are as progressive and 
sound as we know how to make them. 
For example, our loan committee 
meets four mornings a week, which 
permits us to give prompter decisions 
than are usually available in a com- 
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Cartoon character is used 
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Sign attracted many lobby visitors 


Statements typify bank’s penchant for doing the unusual 
YP) I g 


munity such as ours. We not only pro- 
vide for our directors the usual bind- 
ers' of reports for use at meetings, but 
also we periodically display to board 
meetings a set of charts that are 
brought up to date showing compara- 
tive growth of deposits of our own and 
competitive institutions, average daily 
item count, average daily on us checks, 
average daily number of deposits, av- 
erage daily drive-in window transac- 
tions, and semi-annual growth of capi- 
tal funds and reserves. 

To make sure that our staff people 
will equip themselves for banking as a 


career, we require each new employee 
to take the beginning A.I.B. course. 
We pay A.I.B. dues for all employees. 
We not only repay tuition upon an em- 
ployee’s successful completion of an 
A.I.B. course, but also we award cash 
bonuses for each group of courses 
completed, raising the amount with 
each subsequent group completed. 
Most of our advertising runs along 
reasonably conventional lines, though 
it must be admitted we like to give 
these efforts our individual touch if 
the right inspiration comes our way. 
We offer, and promote, such business- 


building services as registered checks, 
per-check accounts, banking by mail. 
Newcomers to town are given a free 
safe deposit box for six months. So 
are teachers, to whom we write before 
the opening of the school year offering 
not only our checking services but also 
credit. 

We had the first drive-in window in 
our county, and do a business there so 
active that we recently had to enlarge 
the working space. We locally pio- 
neered extended banking hours on Fri- 
day, to serve those people who cannot 
get to the bank during our 10 to 3 
hours the rest of the week. We use a 
portable teller cage in the lobby in the 
Friday rush hour for check-cashing 
only, thus keeping our service fast and 
our lobby relatively clear. 

Our bank building is, we think, as 
fine and modern as your are likely to 
find for an institution of our size. 
Actually, it is remodeled from the old 
structure in which the bank started 
business almost 60 years ago. The old 
three-story building with its tulip- 
bulb steeple like a Russian church, in- 
curred serious structural damage in 
an earthquake some years ago. Our 
architect redesigned it without the 
the upper stories, creating our present 
home. All of the rebuilding was per- 
formed while we continued operating 
inside plywood outer walls, which we 
decorated with timely sketches. One 
photograph in the files discloses part 
of the wall showing World Series base- 
ball scores and Santa Claus with his 
reindeer wishing everybody a Merry 
Christmas. Like so many of our ef- 
forts, it was undignified but cordial. 

Experience has shown us that the 
informal, light touch multiplies the 
effectiveness of business-building ef- 
forts. Countless new residents, coming 

See LIGHT-HEARTED BANK—Page 92 


Like its methods, the bank’s quarters are modern without being overly pretentious 


The original three-story structure 


. . . now completely redesigned minus the upper stories 
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Wherever you go — wherever you or your customers do 
business — you'll find Bank of America’s global credit, 
collection, and payment facilities there to assist you. With 
overseas branches, traveling representatives, and corre- 
spondent connections in every part of the world, there’s 
no job too small, too large, or too involved for us to 
tackle. For information, wire or write Bank of America, 
300 Montgomery Street, San Francisco, or 

660 South Spring Street, Los Angeles. 

Attention: International Banking Department. 





Bank of America 


NATIONAL TRUSTE? ASSOCIATION 







MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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OVERSEAS BRANCHES 

London, Manila, Tokyo, Yokohama, Kobe, Osaka, Bangkok, Guam 
REPRESENTATIVES 

New York, Mexico City, Milan, Paris, Zurich, New Delhi, Havana, 
Rio de Janeiro, Beirut 

BANK OF AMERICA International—(a wholly owned subsidiary) 
New York, Duesseldorf, Singapore, Paris 
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rules governing banks 


From the Washington viewpoint, an analysis 
of the early suggested changes in the 


First Round 0 
SENATE BANKING STUDY 


By 
JOHN DONOGHUE 


Washington Correspondent 


ACKED by a strong Advisory 
Committee made up of top execu- 
tives in the banking, savings-loan 

and credit union business, Senator A. 
Willis Robertson is driving forward 
his project to up-date and codify the 
laws that govern working practices in 
the fields of thrift, savings and lend- 
ing. 

It is Senator Robertson’s purpose to 
wrap up the laws of banking between 
the covers of one book. In doing so, he 
designs to slice away a great amount 
of matter that has become obsolete, 
while bringing together in logical se- 
quence the useful provisions of Fed- 
eral banking law that should be re- 
tained, with revisions to meet new sit- 
uations and modern-day problems. Be- 
fore his election to the Senate ten 
years ago, Senator Robertson served 
seven terms in the House, holding a 
seat on the Ways and Means Commit- 
tee. During these years of service, he 
became acutely conscious of the frag- 
mentation of tax laws and sought to 
draw Congressional acts into a single 
tax law. He greatly admired the enact- 
ment of the Tax Code of 1954, which 
accomplished the objective of codify- 
ing tax laws into one book. As the 
ranking Democratic member of the 
Senate Banking Committee, Senator 
Robertson has undertaken to do the 
same thing in the field of banking law 
put it all in one book. 

No one appreciates more clearly 
than the white-haired Virginian that 
to draft and enact the Code of Bank- 
ing will take time and patience. He 
thinks he has plenty of both; he does 
not have to concern himself about re- 
election for four years to come, and as 
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From left: Senators A. Willis Robertson and Paul H. Douglas confer, while 


Kenton R. Cravens, chairman, 


Advisory Committee, 


questions witness 


Important principals at the hearing on bank law changes 


to patience, he recalls vividly that his 
illustrious Senate predecessor, the late 
Senator Carter Glass, earned immor- 
tality by persevering year after year 
until the Federal Reserve Act became 
the law of the land. 

The first climax in the Code of 
Banking project took place in the Cau- 
cus Room of the Senate on November 
9 and 10, 1956, at a time when the roar 
of election returns and the din of 
shooting in the Near East drowned 
practically everything else out of the 
headlines. Thus not many people knew 
that 27 of the nation’s foremost bank- 
ing and credit executives met with the 
Senate Banking Committee on those 
two days for the purpose of question- 
ing the heads of the Government su- 


pervisory agencies on the basis of the 
176 separate recommendations that 
they had submitted to the Committee 
for consideration in the preparation of 
the Code. 

In the minutes preceding the knock 
of the gavel that summoned the Ad- 
visory Committee members to their 
seats, the Senate Caucus Room looked 
like a miniature American Bankers 
Association convention, with some sav- 
ings and loan and credit union men 
thrown in for good measure. There 
was the chairman of the board of the 
Chase Manhattan Bank of New York in 
earnest conversation with the presi- 
dent of the First National Bank of 
Chicago; there was the chairman of 
Northwest Bancorporation swapping 
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Primary Recommendations of Federal Supervisory Authorities 


All in all, there were 176 separate recommendations to 
the Senate Banking Committee. But these few stand out: 


By the Comptroller of the Currency 

Protect national banks from State licensing and supervision 
of consumer loan departments. 

Transfer from the Federal Reserve to the Comptroller the 
authority to grant trust powers to national banks. 

Permit the Comptroller to authorize a weak national bank 
to become absorbed by and a branch of a nearby national 
bank, even though State law may forbid branch banking. 


By the Federal Reserve Board 
Prohibit absorption of exchange by non-member insured 
banks in the clearance of checks drawn on non-par banks. 
Specifically ratify the payment of 90 percent of Federal 


Reserve System net profits to the Treasury as a franchise tax, 
now being done informally. 


By the Federal Deposit Insurance Corporation 
Stagger the terms of the 2 appointed directors, so that they 
do not both come up for Senate confirmatiton simultaneously. 
Shorten from 120 to 20 days the “correction period” allowed 
before the F.D.I.C. can withdraw insurance coverage from a 
bank determined on examination to be in serious trouble. 


By All 3 of the Foregoing 


Enact the bill eliminating cumulative voting of shares for 
national bank directors, with any bank privileged to retain 
the procedure if its stockholders so direct. 

Enact the bill placing supervision of bank mergers in the 
appropriate bank supervisory agencies, without compulsory 
reference to the Department of Justice. 


By the Federal Home Loan Bank Board 
Provide for regulation and examination of “affiliates” of 
member or insured institutions to guard against “self-dealing.” 


Liberate the System and the Federal Savings and Loan In- 
surance Corp. from strict budgetary control, in line with the 
freedom enjoyed by the Federal Reserve and the F.D.I.C. 


By the Bureau of Federal Credit Unions 
Raise the loan limit to $500. 


Require that the treasurer of a Federal credit union shall 
be the only elected officer who may receive compensation for 








his services. 








From these and other suggestions, a tentative bill will be drafted on which hearings will be held 


reminiscences with the secretary and 
a former president of the Independent 
Bankers Association, all recalling that 
last year they were swapping verbal 
blows; there was a delegation of the 
top management of the A.B.A. deter- 
mined not to miss a word of what went 
on at this meeting, of such overwhelm- 
ing importance to the industry; and 
there were the financial reporters 
through whose eyes, ears and type- 
writers the nation’s banking and 
credit managers would find out just 
what was going on in and behind the 
Banking Study. 


HE plan for the conduct of the 

hearing was tidily worked out by 
Chairman Robertson and the Commit- 
tee counsel, Donald L. Rogers. Each of 
the five Federal supervisory agency 
spokesmen was to be invited to the wit- 
ness stand and recognized to say what- 
ever he thought appropriate. During 
his testimony, members of the Advi- 
sory Subcommittee assigned to special- 
ize in the study of his agency would 
occupy seats at the main table, beside 
the Senators and Advisory Committee 
Chairman Kenton R. Cravens, presi- 
dent of the Mercantile Trust Company, 
St. Louis Missouri, and Vice-Chair- 
man C. Francis Cocke, chairman of the 
First National Exchange Bank, Roa- 
noke, Va. There were no time limits 
imposed on those testifying, but in the 
interest of efficiency the members of 
the subcommittees were asked to put 





SEE COVER View of the 


bank study hearing in session 
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their questions through their subcom- 
mittee chairmen. 

By and large, the plan worked out 
quite well. Senator Robertson, presid- 
ing, was firm while respectful, decisive 
while jovial. His talent for easing a 
tense situation by telling a funny 
story was amply reaffirmed. But like 
all other plans for the steering of dis- 
cussions, this one did not stay wholly 
on the track. 

To go back a bit, the purpose of the 
Study was, as explained by the chair- 
man, “a consideration of legislation to 
improve the basic structure of our fi- 
nancial system rather than a discus- 
sion of economic policy or an attempt 
to alter fundamental concepts.” This 
statement represents a little bit of 


politics, for Democratic members of 
the Committee were unwilling to see 
the Study extended into fields they 
called their own. Thus, Senator John 
Sparkman resisted any intrusion into 
the field of his Subcommittee on Hous- 
ing; Senator Wayne Morse was alert 
to defend the jurisdiction of his Sub- 
committee on Small Business; and 
Senator Paul H. Douglas, chairman of 
the Joint Economic Committee, obvi- 
ously wanted no invasion of his baili- 
wick as the Senate’s most prominent 
spokesman on matters of economic and 
monetary policy. 

It was Senator Douglas himself, 
however, who pierced the jurisdic- 
tional barrier, all as a result of the 

See SENATE BANKING STUDY—Page 80 


A banker “who’s who” attended the study committee session 


From left: Maple T. Harl, F.D.I.C. director; Ben Wooten, president, First National Bank in 
Dallas; John J. McCloy, board chairman, Chase Manhattan Bank 
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Your entrance to a world-wide banking network 


, = customer chose your bank because he appreciates the values of 
local banking service—the advantages of being represented by people 
who know the local scene intimately. 


Wouldn’t you like to give him that same localized banking service wher- 
ever in the world his interests may be? You can—through the correspond- THE 
ent services of The Chase Manhattan Bank. 


Just think—there are more than 51,000 banking locations covered by CH ASE 
this correspondent bank team. That covers just about every commer- 


cially significant trade area in the world with truly local, informed bank- M AN H ATTAN 


ing representations! 


If that’s the sort of service you’d like for your bank and your customers, BAN K 


HEAD OFFICE: 18 Pine Street, N.Y. 15 
Why don’t you talk to the people at Chase Manhattan? Member Federal Deposit Insurance Corporation 
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The old director’s problem: to get 
Ferndale’s stingiest bachelor 
in agenerous Yule spirit 
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aL CHRISTMAS “CLUB? 


By 
FRED COPELAND 
Illustrated by Chas. Herzog III 


ADAME Bizard was scared. She 
M sat in the front office of the 

Ferndale National Bank, her 
dark eyes now glancing at Director 
Clutchbill, and now down in her lap 
where lay her old blue-veined hands, 
reddened with work. 

Fumbling nervously at her battered 
handbag, she took out a little grey 
passbook tattered from handling. Mel- 
lowed with cherished memories it 
seemed to shrink back in alarm. With- 
Out opening it she held it out as 
though it were a peace offering. 

“T know it is a long time I can’t pay 
on the ... borrowings. This is all I 
have got of Pierre... could I keep the 
little book after you take all? Pierre 
aid me . . we save it together.” 
Madame Bizard’s voice broke. 

Mr. Clutchbill took the limp little 


D cember, 1956 


passbook and glanced at the almost 
departed name on its cover: “Pierre 
Bizard and Marguerite Bizard.” 

There seemed to look up into the 
old director’s face a wedding day, a 
day of youth in Sunday clothes and 
the gay song of bells from the silver 
spire of a parish church. 

“Pierre is gone for so many 
years.” Madame Bizard did not look 
up; she knew her eyes were filled with 
tears. “It was like now... Christmas 
time—he—he went away.” 

Mr. Clutchbill opened the passbook 
and slowly turned the tattered pages 
which showed first many little deposits, 
then a long series of withdrawals... 
and a balance of $4. 

“Pierre,” said Madame Bizard in a 
voice that choked, “Pierre, my man, I 
wanted to make to him a little Christ- 
mas gift. Maybe for the last time. 
I wanted to put some flowers on his 
grave. But I know you must have all 
that is left. Will it be all right for a 
while? And I can stay in my home?” 


The old director was examining the 
first page of the passbook. It looked 
up at him appealingly. There was the 
first date in June 44 years ago. It 
must have been, he thought, the day 
they were married. He remembered 
they had started life on a little farm. 
The years went by and Pierre had died. 
Madame Bizard had moved to a humble 
weatherbeaten cottage on the edge of 
the village where she took in washings 
and worked out. But now the years 
had become too many for her. 

“Put the flowers on Pierre’s grave,” 
said Mr. Clutchbill in a voice that did 
not sound like his own. “And wait a 
moment.” 

The old director went out of sight 
into the banking room, reached into 
his pocket and returned. He placed 
in Madame Bizard’s hand $4. “Leave 
the passbook with me a little while; 
I will take good care of it,” he said 
gently. “I must consult with my direc- 
tors about the loan on your home. 

See MR. CLUTCHBILL’S XMAS “CLUB”— Page 93 
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THE PERSONALITY SPOTLIGHT 








High command changes at the Amer- 
ican Trust Company, San Francisco, 
have advanced James K. Lochead from 
president to chairman and chief execu- 
tive officer, and Harris C. Kirk from 
executive vice-president to president. 
At the same time, Ransom M. Cook, 
senior vice-president, was elected to 
the board. 

Mr. Lochead has been with Amer- 
ican Trust since 1921, and had served 
as the bank’s president since 1938, 
Well-known as a leader in San Fran- 
cisco’s civic activities, he is currently 
on the advisory staffs of the University 
of California School of Business Ad- 
ministration, and the Stanford Univer- 
sity Executive Development program. 

Mr. Kirk, who started with the bank 
in 1921, became senior vice-president 
in 1947 and executive vice-president 
last year. He has long been active in 
the Association of Reserve City Bank- 
ers and the California Bankers Asso- 
ciation, 

Mr. Cook, who joined the bank in 
1921, is its senior loan officer and super- 
vises the foreign banking department. 
He has been senior. vice-president 
sinee 1951, and is currently chairman 
of the executive council of the Cali- 
fornia Bankers Association. 

A new publicity head and a number 
of staff promotions have also been an- 
nounced by the American Trust. 

Hal R. Strass, who joined the bank 
in 1948 as assistant to the vice-presi- 
dent in charge of public relations, has 
been named manager of the publicity 
department. Richard N. Ransom, K. 
Stanley Thompson and A. William 
Barkan, have been named assistant 
vice-presidents. Robert A. Winkler, 
Herman G. Pilgrim and James Zinsli 
have been named assistant cashiers. 
James S. Moore III, assistant trust 


Receive important promotions 
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HARRIS C. KIRK 


In new top management posts at American Trust, San Francisco 


officer; Frank G. Biser and Franklin H. 
Watson, assistant secretaries; and 
Bertram Holmes and Melvin J. Stup- 
arich, managers. 


4 
The destinies of one of New Eng- 
land’s largest banks, The National 


Shawmut Bank of Boston, are now un- 
der the guidance of a new top manage- 
ment team. Horace Schermerhorn was 
elected recently as the bank’s new 
president; Ray A. Ilg, senior vice- 
president; and John Wallace, vice- 
president and senior trust officer. Wal- 
ter S. Buchlin continues as _ board 
chairman. 

Mr. Schermerhorn, who has been 
with the bank for more than 30 years, 
is a do-it-yourself devotee. Sometime 
ago he bought a Cape Cod house that 
was built in 1771 and spent the next 
four years remodelling it, doing all the 
inside carpentry work himself and 
keeping busy with a paint brush on 


at National Shawmut, Boston 


ILG JOHN WALLACE 





week ends and vacation periods. In 
banking, Mr. Schermerhorn has leaned 
heavily to the investment side of the 
business during his career. He _ has 
served on the _ state’s Metropolitan 
Transit Authority, and is currently a 
member of the Finance Advisory Board 
of the Commonwealth. 

Mr. Ilg, who has been with the 
Shawmut Bank for 27 years, is also a 
trustee of the Grove Hall Savings Bank 
and a vice-president and director of the 
Workingmen’s Cooperative Bank of 
Boston. 

Mr. Wallace, who as senior trust offi- 
cer succeeds Mr. Schermerhorn, joined 
the Shawmut Bank in 1936 as a mem- 
ber of the investment research depart- 
ment. He was elected assistant vice- 
president in 1949, and vice-president 
and trust officer in 1947, 


As this issue of Burroughs Clearing 
House goes to press, there comes the 
announcement that David M. Kennedy, 
51, has succeeded the late Carl M. 
Birdsall as president of Continental 
Illinois National Bank and Trust Com- 
pany of Chicago. An authority on in- 
vestments, in demand as a lecturer at 
banking schools, Mr. Kennedy served 
the board of governors of the Federal 
Reserve System for 16 years before 
joining Continental 11 years ago, as a 
vice-president. 

Mr. Birdsall died suddenly last month 
in Tucson, Arizona, after having been 
president since 1948, 


» 


Subject to stockholder approval, the 
Old Kent Bank and The Michigan 
Trust Company, both of Grand Rapids, 
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Clearing House execs “get together” at recent A.B.A. convention 


Michigan, are soon to be consolidated 
into a single bank and trust company 
known as Old Kent Bank and Mich- 
igan Trust Company. 

The proposed merger was announced 
jointly by Carl H. Morgenstern, presi- 
dent of Old Kent, and George C. 
Thomson, president of Michigan Trust. 
Mr. Morgenstern will serve as presi- 
dent and chief executive when the 
consolidation is completed, while Mr. 
Thomson will become chairman. 


° 


The California Bank of Los Angeles 
and The Commercial National Bank 
of Santa Ana have reached an agree- 
ment whereby the three offices of The 
Commercial National will be merged 
with and operated as offices of Cali- 
fornia Bank. 

The merger is not expected to result 
in any changes in the personnel of the 
Santa Ana office, announced Frank L. 
King, president of California Bank. 
A. C. Hasenjaeger and Lee J. Hasen- 
jaeger, president and executive vice- 
president, respectively, will become 
vice-presidents of California Bank. 

. 


A group of Clearing House execu- 
tives from U.S. cities got together for 
an informal session during this year’s 
American Bankers Association conven- 
tion in Los Angeles. It was the first 
such meeting held in 30 years. The 
participants made plans to invite repre- 
sentatives of more than 200 city clear- 
ing houses to take part in a similar 
meeting at next year’s 
A.B.A. convention in Atlantic City. 

Some of the Clearing House Associa- 
tion representatives are shown in the 
photo above at a breakfast gathering 
beiore the discussion meeting. They 
are, from left, G. Russell Clark, execu- 
tive vice-president, New York; Charles 


discussion 


Albers, chief examiner and manager, 
Chicago; W. T. Chapin, secretary and 
treasurer, Louisville, and also execu- 


tive vice-president of the Lincoln Bank 

| Trust Company; R. L. Cartwright, 
manager, Forth Worth; William S. 
Long, secretary-manager, Los Ange- 


D. 
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les; Ross C. Fisher, of Farrand, Fisher 
and Farrand, attorneys for the Los 
Angeles asociation; J. H. French, Jr., 
president, Detroit, and also president 
of the City Bank, Detroit; and R. W. 
Schumacher, manager, San Francisco. 
Joining this group after the breakfast, 
but not shown in the photo, were Allan 
M. King, vice-president of Citizens 
State Bank of Houston, Texas, who 
represented Floyd Willard, vice-presi- 
dent of the Houston association; and 
Douglas M. Robertson, president, At- 
lanta, and vice-president, Trust Com- 
pany of Georgia. 


Late last month Robert H. Craft was 
slated to become the new president of 
the Investment Bankers Association of 
America at the association’s annual 
convention in Hollywood, Florida. Mr. 
Craft is president of The Chase Bank, 
the foreign financing subsidiary of The 
Chase Manhattan Bank, New York 
City. As IBA president he will succeed 
George W. Davis, a partner of Davis, 
Skaggs & Company, San Francisco in- 
vestment firm. Between 1932 and 1952 
Mr. Craft was 
associated with 
Guaranty Trust 
Company of 
New York City, 
where he was 
vice-president 
and treasurer, 
and from 1953 
until March of 
this year he was 
executive vice- 
president and di- 
rector of Amer- 
ican Securities Corporation. 
Scheduled to become vice-presidents 
of the Investment Bankers Association 
for the coming year were: Andrew M. 
Baird, of A. G. Becker & Co., Inc., 
Chicago; William S. Hughes, Wagen- 
seller & Durst, Inc., Los Angeles; 
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Branches throughout the Entire Country 
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Authoritative determination of 


PROPERTY WORTH 


the purpose of 
Marshall and Stevens Appraisals 


Refinancing, loans, fair market value, tax 
accounting, stock issue, capital and 
expense distribution analyses, remaining 
life estimates, property cost ledgers, in- 
corporation applications. 

Our informative brochure, ‘‘What Every 
Property Owner Should Know About 
Appraisals,” is an invaluable aid in 
discussing appraisals with clients. 
Write: Marshall and Stevens, 610 So. 
Broadway, 315-E, Los Angeles 14, Calif. 


PALL & im 










nS 
rs Vv 
: im 8 
: 
%, ALUATIONS | é 
Po 


CK of THE * 


sees and STEVENS 


Chicago ¢ Cincinnati + Dallas 
Denver * Detroit * Houston 
Los Angeles * Minneapolis 
New York « Philadelphia 
Phoenix * Richmond 

San Francisco « St. Louis 
Vancouver « Honolulu, T.H. 














First National City’s 


Through 


wom mow Credit Information 


As a First National City 
correspondent, you have at 
your command one of the 
world’s largest sources of 
credit information—450,000 
active credit files that help 
you expedite replies ‘to regu- 
lar credit inquiries. And, 
when you need unusual in- 
formation for your own use 
or for customers, our Head 
Office Credit Department 
can provide prompt, thor- 
ough, personalized credit 
investigations. 


This is just one of the reasons 
more and more banks are 
choosing First National City 
as their New York corre- 
spondent. For more about the 
advantages of having your 
New York correspondent 
serve as your banker rather 
than just a New York deposi- 
tary, write us at 55 Wall 
Street. 


Service 


THE FACTS YOU WANT on approximately 
450,000 domestic and foreign firms are available 
to you at a moment’s notice in our active credit 
files. First hand information on individual busi- 
nesses in New York City comes to you from 
First National City’s 75 New York Offices. 


INFORMATION FROM 
OVERSEAS is provided 
by First National City 
officers who keep pace 
withchanging conditions 
through 69 of First 
National City’s own 
Branches, Offices and 
Affiliates overseas plus 
thousands of correspon- 
dents. Here Leo N.Shaw, 
ExecutiveVice- President 
in charge of Overseas 
Division talks with 
Highland C. Moore, Vice- 
President who coor- 
dinates correspondent 
relations. 


The FIRST 


NATIONAL CITY BANK 


of New York 


Head Office: 55 Wall Street, New York 


Around-the-clock Transit Service 
Bond Portfolio Analysis 
Dealers in State and Municipal Bonds e 
Personalized Service 


Collections .« Credit Information 
Complete Securities Handling Facilities 
Participation in Local Loans 
e World-Wide Banking Facilities 


Complete Metropolitan New York Branch Coverage 
First in World Wide Banking 


Member Federal Deposit Insurance Corporation 














William C. Jackson, Jr., First South- 
west Company, Dallas; W. Carroll 
Mead, Mead, Miller & Co., Baltimore: 
and William H. Morton, W. H. Mor- 
ton & Co., Inc., New York City. 


+ 


Oscar C. Bruce, chairman of the 
executive committee of the Republic 
National Bank of 
Dallas, Texas, and 
a long time leader 
in Dallas business 
and civic affairs 
died last month 
Mr. Bruce’s bank 
ing career began in 
1906 as a_ book- 
keeper in the Van 
Zandt County Na 
tional Bank, Wills 
Point. He later be- 
came an assistant cashier there and 
also held that post at the First State 
Bank in Wills Point. From 1920 to 1940 
he was vice-president of the Dallas Na 
tional Bank, and in November of 1940, 
became a vice president of Republic 
National. He was elected senior vice- 
president in 1952, and chairman of the 
executive committee in 1954, 














0. C. BRUCE 


. 


Six officer promotions and a new 
officer appointment have been an- 
nounced by the 
Federal Reserve 


Bank of New 
York City. 
Harold V. 


Roelse has been 
appointed to the 
new post of vice- 
president and 
economic ad- 
viser. Mr. Roelse, 
who since 1945 
has been respon- 
sible for admin- 
istering the Fed’s research function, 
will serve as adviser to the president 
of the bank on matters of economic 
policy. He has long been recognized 
as one of the Federal Reserve System's 
leading economists and is associate 
economist for the Federal Open Mar- 
ket Committee. He has been with the 
bank since 1924. 

Marcus A. Harris and Robert V. 
Roosa have been promoted to vice 
presidents. Mr. Harris has been an 
officer of the New York Fed since 1939 
and has headed a number of the bank’s 
activities. Mr. Roosa came to the bank 
in 1946 as an economist and was ap 
pointed an officer in 1951. He is widely 
known as an authority on monetary 
theory and recently authored a work 
that was published by the bank on 
Federal Reserve operations in the 
Government security and money mar- 
ket. 

In addition to the three vice-pres 
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they mean 


rei =| 1014 bigger profits 


for your bank 





R. V. ROOSA M. A. HARRIS 








New v.p.’s at New York Fed 





dents, the bank also has three new 
assistant vice-presidents. They are 
John J. Larkin, Spencer S. Marsh, Jr., 
and Lawrence E. Quackenbush, all for- 
merly managers. The newly appointed 
officer is Charles R. Pricher, who will | 
be given the duties of manager. 





When you sell First Na- 
tional City Bank Travelers 
Checks, you keep 90% of 
the selling commission — 
and remit 10% to us. Be- 
sides this extra profit, 
you’re doing your custom- 
ers a real service. For in 
America and Around the 
World, NCB Travelers 
Checks are readily ac- 
cepted like cash. If lost or 


e 


At the annual convention in Octo- 
ber of the Consumer Bankers Associa- 
tion, Keith G. 
Cone, vice-presi- 
dent of the La 
Salle National 
Bank, Chicago, 
was elected to 
the presidency 
of the C.B.A. 
Mr. Cone has 
served the asso- 
ciation as a 
member of its 
board of gover- K. G. CONE 
nors and its ex- 
ecutive committee. Prior to joining 
the La Salle National in 1948, he was 
a vice-president of the Industrial Na- 
tional Bank of Detroit. 

Other officers elected at the C.B.A. 
convention were: First vice-president, 
W. T. Cothran, who is executive vice- 
president, Bank for Savings and Trusts, 
Birmingham, Alabama; and_ second 
vice-president, Wesley T. Harrison, 
who is president of The Guardian 
Bank, Springfield, Ohio. 

Wallace D. McLean, chairman of the 
executive committee of the Industrial 
Bank of Commerce, New York City, 
was elected honorary chairman of the 
association’s Board of Governors. 
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YOUR CUSTOMERS will appreciate the pro- 
tection and convenience of the NCB Travel- 
ers Checks you sell them. Spendable like cash 
at hotels, motels, restaurants, transportation 










stolen, they are refunded 








in full. In handy denomina- 
tions of $10, $20, $50 and 
$100, they cost only $1 per 
$100 and are good until 
used. 








offices, stores, service stations... wherever 





travelers go. 








GET THIS SELLING KIT. We provide ex- 


tensive sales aids free of charge, including 





a complete merchandising kit—tailor-made 
for your ready use, enabling you to tie in 
with the vast national and international 
advertising campaign in trade and con- 
sumer publications building many new cus- 
tomers for you. 
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Central Valley National Bank, The FIRST 
Oakland, California, has appointed 


William T. Wersch- 1 o. £03. P- S Oe OS Os WD Ge: F- G B 
kull as auditor. Mr. av, : 
of New York 


Werschkull has a 
REMEMBER THESE FACTS: 


background of 40 


vears in California 
banking. He was ——~ e NCB Travelers Checks have been sold for over 
formerly with the a = sohalf a century 
Federal Reserve || © In handy denominations: $10, $20, $50 and $100 
Bank of San Fran- ¢ Cost only $1 per $100; good until used 

e You keep 90% of the selling commission— 


cisco, served as an ml | , 
Ss ie —? and remit 10% to us 
examiner in the 


California state W.T.WERSCHKULL 
banking depart- 
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ment, and for 16 vears was controller 
of the former San Francisco Bank. 


. 


Dana D. Sawyer and Ansgar R. 
Berge have been named_ vice-presi- 
dents, and Wallace Dickson has been 
appointed to the newly-created post of 
director of public information at the 
Federal Reserve Bank of Boston. 

Mr. Sawyer joined the Reserve Bank 
staff in 1934. He was appointed assist- 
ant vice-president and personnel officer 
in 1947, and is now in charge of the 
bank’s fiscal operations. Mr. Berge 
joined the bank in 1943 as assistant 
counsel and was appointed assistant 


He will be re- 


vice-president in 1954. 
sponsible for the bank’s loan and dis- 
count division. Mr. Dickson joined the 
bank in 1955 as administrative assistant 
after many years as public relations 
director of the New England Council. 


_ 


Ellsworth Moser, president of the 


United States National Bank of 
Omaha, Nebraska, last month was 
crowned the sixty-second King of 
Ak-Sar-Ben (Nebraska spelled back- 


wards) and ruler of the mythical king- 
dom of Quivira. The traditional honor 
is given annually to the city’s outstand- 
ing citizen by Ak-Sar-Ben, a 25,000- 





DAGE TV 
AT WORK 









Teller, next to TV monitor, needs data, calls "TV Scooter” 
operator in centralized bookkeeping department .. . 


Television Rides a Scooter to 


Improve a Bank’s Bookkeeping 


i 


«.. gets a close-up look at it seconds later. No lost 
time, no lost records. 








‘It brings everything together much clearer, better 
and faster, than before.’’ That’s what officials 
of The Pioneer Bank and Trust Company, 
Shreveport, La., say about their unique Dage 
closed-circuit TV system. 


Two Dage TV cameras, 19 monitors and a “TV Scooter’ save time 
and money in centralizing bookkeeping for the bank and both 


its branches. 


Records, signature cards, checks, ledgers and statements are avail- 
able in seconds to tellers and customers. The “TV Scooter’ rolls 
on tracks in front of a bank of files. TV camera, monitor and inter- 
com equipment are built in. Dispatcher riding scooter is directed by 
intercom to appropriate file or record, places it before camera and 
person requesting data reads it clearly on remote monitor. 


Dage TV can give you a close-up look at remote information and 
operations, let you do more things better at less cost. Write, wire 


or phone Dage TV, Dept.912 for complete information. 


DAGE TELEVISION DIVISION 
MICHIGAN CITY, | 


NDIANA 


A Thompson Product 


IN CANADA, DISTRIBUTED BY ROGERS MAJESTIC ELECTRONICS, LTD., TORONTO, ONT. 


OUTSIDE NORTH AMERICA, WRITE C. 0. BRANDES, INC., 4900 EUCLID AVE., CLEVELAND, OHIO 

















Rule mythical kingdom 


member organization devoted to civic, 
industrial and agricultural improve- 
ment. The legendary Quivira and its 
Seven Cities of Cibola were the goal 
of the Spanish Conquistadors under 
Coronado who marched into the Mid- 
west in 1541. 

Mr. Moser. a leader in banking, busi- 
ness and civic affairs in Omaha for 
28 years, is on the advisory council 
of the Northwestern Bancorporation. 
the public relations commission of the 
Reserve City Bankers Association, and 
is a past president of the Nebraska 
Investment Bankers Association. 

Royal duties of Mr. Moser and the 
new Queen, Miss Sally Jane Skutt, 
daughter of the president of Mutual 
of Omaha Insurance Company, are 
primarily social. They will serve as 
goodwill ambassadors for Ak-Sar-Ben 
and appear at most of the major public 
affairs in the area. 
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Important promotions have come to 


| Everett W. Barber and Lewis Brooke 


| 


at the City Bank of Detroit, Michigan. 
Mr. Barber, the newly appointed ex- 
ecutive vice-president, joined the bank 
in January, 1955 as vice-president. He 
was formerly with the Reconstruction 
Finance Corporation. Mr. Brooke, 


| newly appointed general vice-president. 


will continue to act also as senior trust 
officer. Mr. Brooke left the Bank of 
Livonia, Michigan, as president and 


Newly named to senior posts 


L. BROOKE E. W. BARBER 
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SOLD AND. SERVICED BY 


Burroughs Burroughs 


Belle Howell 


MICROFILM EQUIPMENT 


“Burroughs” and “‘Micro-Twin” are trade-marks, 


Burroughs Clearing House 















Here’s the new 2-in-1 micro- 
filming machine that keeps 
making headlines in the banking 
world—and no wonder! It’s the 
Burroughs Micro-Twin Recorder- 
Reader . . . the only truly up-to- 
date combination Microfilm 
Recorder and Reader that offers 
double protection in a single unit. 


The Recorder photographs (in an 
image about as wide as_ the 
average lead pencil) any check, 
document or record of any sort 
you want preserved. The Reader 
projects those images distinctly 
... yes, back to original size. Just 
the flick of a knob converts from 
recording to reading—and back 
again. And to make facsimile 
prints, you merely place a piece of 
photocopy paper in the viewer 

. then process the prints in 
minutes right on the spot—no 
need for a darkroom. The Micro- 
Twin’s cost is gratifyingly low, 
too . .. and its recording costs 
could hardly be lower. 


The Micro-Twin Recorder-Reader 


costs less than you might expect to pay for a Recorder alone 





Where separate Recorders are needed, this is your 
model—the Micro-Twin without the Reader. Like 
the Micro-Twin, it records as fast as it can be fed— 
by hand or automatically. It can film records 
front and back simultaneously, or one side only if 
you prefer. Easy to move about; compact, too— 
just 32” wide, 23” deep. 


New Model 206 Reader 


‘Many banks need extra Readers to handle their 
microfilm reference. The Burroughs 206 Reader is 
the ideal, economical solution. Only 16 pounds, it 
weighs less than most portable typewriters—is 
snugly compact, taking up less than a square foot 
of surface space. It projects 8, 16 or 35mm. film 

with the same lens and film guide. The image can 

be completely rotated on the Reader screen. 
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New Model 205 Recorder 












Plus these Added 
Advantages: 





AUTOMATIC ENDORSING dur- 
ing microfilming—clean, fast, 
accurate, 





EXCLUSIVE INDEXING METER 
for almost instant location of 
desired items. 


CHOICE OF LENSES—37 to 1 or 
24 to 1 reduction ratio camera 
lens available. 





AUTOMATIC FEEDING with the 
Acro-Feeder. Fast hand-feeding 
at high recording speed, too. 





FILM ECONOMY—Films 66 
checks for one cent, including 
film, processing and postage. 








FOR A DEMONSTRATION 
call our nearest branch office. 
It’s listed in your phone book. 
Burroughs Corporation, 
Detroit 32, Michigan. 
















director in 1954 to join City Bank asa of Paul F. Carey, who has been as- 
vice-president and trust officer. signed to the Detroit Branch since 
1951, as assistant cashier. Mr. Carey 
will take over the duties of Assistant 

Executive changes at The First Na- Cashier Joseph J. Srp, who has been 
tional Bank and Trust Company, Kala- transferred to the Chicago head office. 
mazoo, Michigan, include the election 
of La Verne J. Wetherbee as senior 
vice-president, and Henry J. Schaberg, Dual honors came last month to Dr. 
as vice-president and cashier. Mr. Harold Stonier, dean of The Graduate 
Wetherbee was formerly cashier, and School of Banking, and retired execu- 
Mr. Schaberg, vice-president in charge tive vice-president of the American 
of personnel and operations. Bankers Association. 

From the Institute of Bankers, 
London, the English counterpart to 

The Federal Reserve Bank of Chi- the American Institute of Banking, One of two Stonier honors 
cago has announced the appointment came word that Dr. Stonier had been 


om 
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° 


named an Honorary Fellow. T. M. 
Bland, Institute president, in a letter 
to Dr. Stonier, wrote: “The Council 
would like me to tell you that they 
regard your services to American 
banking as outstanding.” 

From the University of Southern 
California came word that a men’s 
dormitory had been renamed “Stonier 
Hall.” In the accompanying photo 
Chancellor Rufus B. von KleinSmid, 
left, and President Fred D. Fagg, Jr. 
of the university, are shown with the 
dormitory plaque bearing Dr. Stonier’s 
name. 
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The American Finance Conference, 
at its annual convention held last 
month in New 
York City, elect- 
ed A. J. Blasco 
as its new presi- 
dent. The A.F.C. 
is a national 
trade association 
of independent 
automobile sales 
finance compa- 
nies, and Mr. 

se Blasco is presi- 
A. J. BLASCO dent of the In- 
terstate Securi- 
ties Company, Kansas City, Missouri. 


Reelected to office were Executive 

onsu f. . eCALIFORNIA’S Vice-President Thomas W. Rogers, of 
Chicago; Vice-President David D. 
Steere, president of Allied Finance 
STATEWIDE INDEPENDENT BANK Company, Dallas, Texas; Treasurer 
Robert B. Scott, vice-president, Gen- 
eral Finance Corporation, Evanston, 
e Illinois; and Secretary Alan S. Jeffrey, 
of Chicago. Elected as a new vice- 
president was Francis J. Conway, pres- 
® ident of Thorp (Wisconsin) Finance 


[ | RA ) | 
irst Western Bank = ©:::: 
a is i | Br) teri ain Richard E. Meier, president of Inter- 
state Finance Corporation, Evansville. 
a ee anne Indiana, and the immediate past pres- 


ident of the A.F.C., was elected chair- 
man of the executive committee. 















throughout 
— California! 
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HUSBAND GONE... 


thank heaven the bank saved my home 


How many wives of your mortgage customers will be able 
to say that about your bank? Will far too many 
lose their homes as well as their husbands? 


Today Federal Mortgage Redemption Insurance lets you offer 
your customers protection against such tragedy at very low cost. 


Progressive banks throughout the country have proven the 
strong customer appeal of Federal’s unique insurance plan. These 
banks appreciate its simplicity—its lack of costly bookkeeping. 
You see it’s a plan designed by bankers for bankers from 

almost 50 years of experience in the personal protection field. 
Why not make it a part of your community relations program? 


Simply write us for Federal’s Mortgage Redemption Plan 
Portfolio today. 


COMPLETE CREDIT LIFE AND DISABILITY PLANS ALSO 
AVAILABLE FOR YOUR INSTALLMENT LOAN DEPARTMENT. 


FEDERAL 


LIFE and CASUALTY COM PANY 


Federal Offers You: 


A Custom Designed Plan based on careful study of 
your operations * Proven Customer Appeal « Simplified 
Streamlined Procedure » Complete Flexibility including 
Health and Accident coverage * Prompt Service + All 
Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for rea- 
sons why Federal enjoys their 
unqualified recommendation. 


PERSONAL PROTECTION 
SINCE 1906 


JOHN H. CARTON 
President 


HAROLD L, BUCK 
Vice President and Manager 
Credit Insurance Division 

















WOLVERINE FEDERAL TOWER «+ BATTLE CREEK, MICHIGAN «+ REGIONAL SERVICE OFFICES FROM COAST TO COAST 





of the Marine Trust Company of 
Western New York. Mr. Stone, who 
joined the Marine Trust Company in 
1948, is completing his 29th year in 
the municipal business. He will suc- 
ceed Homer Browning, vice-president 
in charge of the bank’s municipal de- 
partment for 27 years, who retired 
recently. 


© 


At the First National Bank, Glas- 
gow, Montana, J. C. Baker has been 
advanced to president, to succeed the 
late A. B. Friedlund, and A. F. Ibsen 


has been elected chairman. 
o 


Leo D. Welch, vice-president and 
director of Standard Oil Company of 
New Jersey has 
been appointed a 
director of The 
First National 
City Bank of 
New York. In 
joining the 
board, he re- 
established a re- 
lationship with 
the bank that 
began in 1919, 
He spent a total 
of 25 years in 
the First National City’s head office 


L. D. WELCH 





An outsize “first check” to symbolize a bank’s name change 
y 


and in its overseas division in Argen- 
tina and Chile. He resigned from the 
bank in 1944 to become treasurer of 
Standard Oil of New Jersey where he 
has been a director since 1953 and vice- 
president since September of this year. 
He is a former president and director 
of the American Chamber of Com- 
merce in Buenos Aires and president 
of the Argentine Trade Corporation. 


° 


An enlarged reproduction of its first 
check was used to symbolize the cere- 
mony marking the change of name of 
the Springfield Gardens (New York) 
National Bank to Queens National 


Bank of New York. In the accompany- 
ing photo John W. McCabe, executive 
vice-president, right, accepts the check 
reproduction from William B. Jones, 
president. Looking on are J. A. Mel- 
nick, chairman, extreme left, and 
Oliver M. Mendell, vice-president, 
center. 


od 


Stockholders and directors of the 
three banks concerned last month ap- 
proved the merger of the Peoples State 
Bank of Belleville, Michigan, and the 
Farmington (Michigan) State Bank 
with the National Bank of Detroit. 

Howard M. Warner, formerly presi- 











shown below, Model 


4204-B, 


at right. 


SHADOGRAPH SCALES eliminate tedious 


currency re-counts ... detect errors in seconds 


These extremely sensitive scales are being used by banks, auditing 
departments, anywhere currency is counted or strapped. They pro- 
vide the speed and accuracy required for weigh counting. Special 
dial has tolerance marking to detect one bill over or under the desired 
count. Shado-edge indication is projected by a beam of light—no 
danger of parallax readings—always accurate and easy to read. Hy- 
draulic damping action brings indicator to rest quickly. 
SHADOGRAPH Currency Counting Scales are available in two models 
—Model 4104-B, 


portable, require little space. 


They’re 


Exact Weight SHADOGRAPH Scales are made by 


specialists in 


the manufacture of predetermined 


weight scales—more than 600 different designs are 
in use by industry throughout the world. 


leach Weight 


Better quality control 
Better cost control 


Seales 


THE EXACT WEIGHT SCALE COMPANY 


950 W. Fifth Avenue 


Columbus 8, Ohio | 


In Canada: P.O. Box 179, Station S, Toronto 18, Ont. » 
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H. M. WARNER 





B. E. LAPHAM 


Merger results in new posts 


dent, and Byron E. Lapham, executive 
vice-president of the Farmington State 
Bank, were elected vice-presidents of 
the National Bank. Harry L. Lapham 
was elected assistant vice-president; 
George C. Gildemeister, assistant cash- 
ier; and Donald L. Jesuale, was ap- 
pointed manager of the Farmington 
office. 

R. Merrill Bird, formerly executive 
vice-president of Peoples State, was 
elected a vice-pres- 
ident of the Na- 
tional Bank of De- 
troit, and Scott E. 
Lamb, Peoples 
State president, be- 
came chairman of 
the Belleville ad- 
visory committee to 
the National Bank. 
Also from Peoples 
State, Olin H. Wy- 
man was elected an 
assistant vice-president, and Donald 
E. Bleasdale and Irving G. Wallace, 


assistant managers at Belleville. 














R. M. BIRD 
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It was not hallucinations when Ex- 
ecutive Vice-President Charles L. 
Bybee and Teller Marie Matthews, 
Houston (Texas) Bank and Trust 
Company, looked up to see a shiny lit- 
tle automobile, its motor idling, along- 
side Miss Matthews’ window. And a 
man’s head did pop up through the 
car roof to greet them. 

Houstonian Nathan Jones bought the 
little one-cylinder Isetta Monocoupe 


Banking by “Motocoupe”’ 
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DOWN 
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Expansion is the thing that’s pushing buildings into the 
Australian sky . . . new factories, city commercial blocks, 
huge national projects such as the Snowy Mountains 
Hydro Electric Scheme. Many American Corporations 
have established their industry in Australia and share the 
rewards of business in a rapidly growing economy. 
A.N.Z. Bank has helped many of these American 
Corporations . . . introductions, statistical information, a 
complete economics department are there for your use. 
Why not start thinking about business in Australia by 
writing for A.N.Z. Bank's 114 page book:— 


““AUSTRALIA’S CONTINUING DEVELOPMENT’”’ 


om A.N.Z. BANK 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 
AUSTRALIA AND NEW ZEALAND SAVINGS BANK LIMITED 




























Over 850 Branches and Agencies throughout Australia, New 
Zealand, in Fiji, Papua, New Guinea and in London. Agents 
throughout the world. 


Overseas enquiries should be directed to:— 


Business Development Department, 
General Manager's Office, 

394 Collins Street, 
Melbourne, AUSTRALIA. 
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Your Checks 
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Massachusetts 


are collected 


FASTER 


through Our 


After Dark 
Direct Sending 
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Ten Local 
and County Offices 


= < 
Member Federal Deposit Insurance Corporation 











Compania Anénima 


Capital: 
Bs. 20.000.000.00 


Reserves: 
Bs. 9.825.317.03 


Organized 1890 


Caracas - Venezuela 
GENERAL BANKING 
COLLECTION SERVICE 


PLEASE LET US HANDLE YOUR 
BANKING IN VENEZUELA. 


SIXTY-SIX YEARS OF 
UNINTERRUPTED ACTIVITY 
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from the manufacturer in Munich, 
Germany, had it shipped to Texas, and 
then drove it into the main banking 
room of the bank where it was on dis- 
play for several days. 

The auto, which is about the same 
length as a standard office desk, was 
said by the German consulate in Hous- 
ton to be the only one in the United 
States. 

ae 


In a top level promotion at the Bank 
of America’s San 
Francisco head- 
quarters, Clar- 
ence H. Baum- 
hefner was re- 
cently made 
vice-president 


and cashier to 
succeed P. C, 
Read, retired 


after 34 vears of 
service with the 
bank. Mr. Baum- 
hefner joined the 
bank in 1930, in 1938 became assistant 
chief inspector, and in 1950, assistant 
to the cashier. 

Simultaneously, Bank of America an- 
nounced that Louis 
Vinci, assistant 
vice-president in 
the international 
banking depart- 
ment, has been 
named the _ bank’s 
representative in 
Italy, with an office 
in Milan. Mr. Vinci, 





Cc. H. BAUMHEFNER 

















who joined the 
L. VINCI bank in 1940, was 
formerly assigned 


to duties in Tokyo, Manila and Bang- 
kok. 

In other promotions at Bank of 
America, Walter J. Cordano, Harold 
A. Keith and Erik N. Olsen, were ad- 
vanced to assistant vice-presidents. 


5 


Cleo C. Ingle, president of Tulsa 
Federal Savings 
and Loan Associa- 
tion, has been elect- 
ed president of the 
Tulsa Chamber of 
Commerce for 1957. 
Mr. Ingle, who has 
been with Tulsa 
Federal since 1935, 
is a former director 
of the Federal 
Home Loan Bank 
of Topeka and of 
the U. S. Savings and Loan League. 


Cc. C. INGLE 


5 


Charles F. Eastabrooks has been 


| appointed vice-president and manager 


of the Colusa, California, office of the 











Crocker-Anglo National Bank, San 
Francisco, succeeding Paul S. Yockey, 
retired. 

Mr. Eastabrooks has had 28 years of 
banking experience, specializing in 
agricultural financ- 
ing. From 1937 to 
1946 he was presi- 
dent of his own 
bank in Cut Bank, 
Montana. 

Mr. Yockey was 
engaged for 22 
years in the Kansas 
City banking field 
before coming to 
Colusa in 1932 as 
president of the 
former First Savings Bank. Since its 
acquisition by Crocker-Anglo in 1954, 
he was vice-president and manager at 
Colusa. 

In another announcement, Crocker- 
Anglo National reported that it had 
discontinued its New York office at 
20 Pine Street, and that Ralph B. 
Wells, vice-president and Eastern rep- 
resentative of the bank, has been 
assigned to the bank’s San Francisco 
headquarters. Senior officers and other 
executives, the bank reported, will con- 
tinue to visit the Atlantic Coast area 
at frequent intervals to maintain per- 
sonal contacts with correspondent 
banks and industrial and commercial 
customers. 
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Veteran credit and banking depart- 
ment Vice-President Charles B. Peter- 
sen has retired 
from The Northern 
Trust Company. 
Chicago. William 
T. Cameron, who 
was recently made 
a vice-president 
and who came to 
Northern Trust in 
1947 following 13 
years’ association 
with the Federal 
Reserve Bank of 
Chicago, will succeed Mr. Petersen. 


W. T. CAMERON 


e 


“A dairyman’s delight and a report- 
er’s despair.” 

This was the “lighter touch” de- 
scription of Linwood P. Harrell, presi- 
dent, Union Trust Company, Washing- 
ton, D. C., in a feature item on Mr. 
Harrell written by the financial editor 
of “The Washington Post Times Her- 
ald” last month. It developed that Mr. 
Harrell drinks lots of milk because he 
likes it, and has a habit of interjecting 
his remarks to reporters with “but of 
course you won’t write that.” 

The main theme to the story, head- 
lined “Union Trust Assets Leap with 
Harrell at Reins,” told how the bank’s 
assets had soared by 70 per cent and 
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A banker wears many hats! 


No other businessman works in so many different fields. 
He guards deposits, so he’s a custodian. He uses deposits 
through loans, so he must be an expert character analyst, 
and be able to judge the quality of a business, too . . . 
whether it’s mining, farming or making shirts. He’s an 
investor, so he must have a broad knowledge of the nation’s 
economy. He’s a bank manager, so he must be a personnel 
director, accountant, public relations man . . . everything 
that goes into running a company. 

In big banks, you can have specialists in these different 
areas. But in small- and medium-sized banks, every man 
must be able to wear many different hats. 

That’s where many of our correspondent friends tell 
us we’ve been particularly helpful to them recently. Each 
year, we conduct a Concentrated Course in Banking for 


men from small- and medium-sized banks. In a week-long 
program, they study all the areas in which a banker must 
work. And the different fields are taught by Mellon Bank 
officers who are specialists in these fields. 

We’ve been at it long enough to have an alumni body 
now ... in fact, we’ve even had reunions! Appropriately 
enough, since bankers wear many hats, the class uniform 
has been a hat... like the one above. (The MBU stands 
for “Mellon Bank University,”’ which our “students” have 
called us from the start.) 

We’re looking forward to many more reunions, and to 
meeting new classes in the years to come. This is one 
more way to demonstrate our belief that correspondent 


bank relationships can—and should—go beyond the 
routine. 


MELLON NATIONAL BANK AND TRUST COMPANY 


PITTSBURGH 


CAPITAL $60,100,000 


SURPLUS $180,000,000 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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120 cent since 


net 
President Harrell took up his post in 
1948. 
“Behind 
Washington editor, “lies a human in- 
terest story. Mr. Harrell exemplifies the 
bank’s general spirit of friendliness and 


earnings by per 


the figures,” wrote the 


helpfulness. Courteous and gracious, 
he can cloak a ‘no’ with such charm 
that you go away empty-handed, feel- 
ing that he’s the grandest guy in town 
and the Union Trust a swell place to 
do business.” 

. 


A new municipal bond department 
has been established by the Liberty 
National Bank and 


Oklahoma City, Oklahoma, and will be 
headed by George H. C. Green, vice- 
president. Mr. Green, who has had 33 
years’ experience in the municipal bond 
field, joined the Liberty National in 
1945 as a vice-president in charge of 
public relations and as investing officer 
on municipal bonds. He will be assisted 
as head of the new department by Tom 
G. Hilborne, assistant vice-president. 


. 


Three top figures in the American 
business world have been named direc- 
tors of the Guaranty Trust Company, 
New York City. They are: Clyde E. 
Weed, president The Anaconda Com- 



































Trust Company, pany; Robert T. Stevens, president, 
Condensed 82nd Annual Statement 
October 31, 1956 
ASSETS 
MUNIN. i occciscancnccces vsccecesens OMeeaere 
Deena Ge GNU WHE s i. 6.5 6c cic estesnewes - 217,766,571 
Total quick assets..... pkeinee naan imc eee $372,009,247 
BOONE c cccccveccoscbccccveece cocccscccoe G62,847,559 
N.H.A. mortgages...... Cevsnceus $00cceesws 28,893,283 
Bank premises. .........--+65 6.0:60600'eeeewe 9,692,733 
Letters of credit and other assets. ...cecssecee 13,962,038 
Pree s! aL win 
$867,404,860 
LIABILITIES 
Deposits. See eeeeeeeeeeeeeseeeeeseseeeeese $810,107,757 
Letters of credit and other liabilities......... a 16,330,855 
Total liabilities to the public. ......200ee++22 $826,438,612 
Capital, rest and undivided profits. .......e0. 40,966,248 
$867,404,860 
STATEMENT OF EARNINGS 
Profits after making transfers to inner reserves... $ 4,966,378 
DAEOIG TONGS s 0 6. 0:0.0.6.0:0:0:05:060.05 60060600060 2,290,000 
$ 2,676,378 
er ee ee ‘ 1,861,925 
$ 814,453 
Undivided profits brought forword..........- ‘i 2,151,795 
$ 2,966,248 
pO ee ee ee ee 2,200,000 
Balance of undivided profits...........-- cose 766,248 
Jd. $. PROCTOR, E. J. FRIESEN, 
President General Manager 
i BAIN 22 corse bate 
302-4 
66 














J. P. Stevens & Company, Inc.; and 
William C. Bolenius, vice-president. 
finance, American Telephone and Tele- 
graph Company. 


o 


John D. C. Towne, Jr. has been ap- 
pointed vice-president of the Govern 
ment Development 
Bank for Puerto 
Rico. Mr. Towne 
for the past seven 
years was a_vice- 
president of Au- 
brey G. Lanston & 
Co., Inc., and prior 
to that was assist- 
ant treasurer. of 
the Guaranty Trust 








Company, New  j.p.c. TOWNE, Jr. 
York City. Mr. 


Towne will make his headquarters at 
the Government Development Bank's 
office in San Juan for the coming year. 


4 


At The Philadelphia (Pennsylvania) 
Saving Fund Society Henry C. Watt 
has been named a senior vice-presi- 
dent, and J. George Hummel and Rus- 
sell W. Richie, vice-presidents. 

Mr. Watt joined PSFS in 1925 and 
became a vice-president in 1946. Mr. 
Hummel has been with the bank since 
1931 and became assistant vice-presi- 
dent in 1950. Mr. Richie joined the 
bank in 1952 as an assistant vice-presi- 
dent. 


° 


Last month Joseph M. Luby took up 
a new position as assistant vice-presi- 
dent and manager 
of the bond depart- 
ment of the Com- 
merce Trust Com- 
pany, Kansas City, 
Missouri. Mr. Luby 
came to the Com- 





merce Trust from 
Barret, Fitch, 
North and Com- 
pany, investment 


bankers, where for 
six years he_ had 
been vice-president and manager of the 
firm’s municipal bond department. 


J. M. LUBY 


° 


In its longest promotion list in more 
than 


two years, The First National 
Bank of Atlanta, Georgia, has an- 
nounced the advancement of 12 staff 


members. 

The list includes new assistant vice- 
presidents Paul M. Christian, Rich- 
ard A. Oglesby and O. G. Ownby; 
new assistant cashiers John L. Abbott, 
Howard Boteler, C. David Carley, Jr., 
Elyea D. Carswell, Jr., James J. How- 
ell, Richard H. Jennings, C. Dewey 
Moore and Thad N. Morris; and an 
assistant controller, Roger A. White. 
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The Texas-Oklahoma Country 


Old Republic 


Life Insurance Company 


In the vital, vigorous Texas-Oklahoma Country, 
men make tall tales come true. They plan and 
work boldly to mold this challenging land to 
their will. From its vast ranches and productive 
farmlands...its great oil fields...comes wealth 
that pales ancient legends of lost treasure. Fast- 
growing cities and ports...today surging with 
commercial and industrial activity ... foreshadow 
the future. The enterprising, dauntless frontier 
spirit pervades this land, burns brightly in the 
hearts of its people as they conquer new horizons. 
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Families, homes, industries and financial insti- 
tutions are the heart of this area. They work 
together in a close-knit relationship to achieve 
a common goal. Here, as in all America, both 
instalment credit institutions and their cus- 
tomers benefit from Old Republic’s complete 
line of credit life, accident and sickness insur- 
ance. A phone call, wire or letter will bring the 
man from Old Republic with details. Address 
Old Republic Life Insurance Company, 307 North 
Michigan Avenue, Chicago /, Illinois. 
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rue TORONTO-D (MINION BANK 


New York Agency: 28 Broadway, 
New York A, N.Y. 


Head Office: Toronto, Canada 


101 st Annual Statement 











AS AT OCTOBER 31 
Assets 1956 1955 
Cash Resources + * * * ° ; «SS 927,898,416 $ 931,369,241 
Securities eo eee ee 355,028,674 432,344,344 
des ee + + 2 * * * 73,151,562 47,619,149 
es en 
Total Quick Assets - °- ° * ° 656,078,652 711,332,734 
Current Loans. + * ° ee ik 614,544,770 520,311,204 
N.H.A. Mortgage Loans - * °° ° ° 36,367,923 14,691,553 
Bank Premises. + * | oes eee. 18,728,632 18,464,377 
Acceptances and Letters of Credit - * 14,855,215 13,728,435 
Sundry Assets» + * °° ae ee 408,800 145,616 
qua en ee 
1,340,983,992 1.278,673,919 
— — —— —<—<— 
Liabilities 
Deposits a. oe ee ee = 1,256,108,403 1,213,604,184 
Other Liabilities - - * ° ° a 4,580,552 3,485,949 
. “sy? . . Oe eT’ a 
Total Liabilities to the Public + * 1,260,688,955 1,217,090,133 
Acceptances and Letters of Credit + + 14,855,215 13,728,435 
Capital PadUp -*°*° ° ——" 19,850,639 15,000,000 
Rest Account a ge ee 43,671,406 30,000,000 
Undivided Profits - + * ° 8 1,917,777 9,855,351 
eee pean ae 
1,340,983,992 1.278,673,919 
130,902 
Statement of Undivided Profits 
Fiscal Years Ended October 31st 
Profits after making transfers to 1956 1955 
Contingency Reserves ee 8,318,159 7,503,002 
Less: Depreciation ee Se 1,442,092 1,423,250 
Income TaxeS + * ° ee ee 3,220,000 9,852,000 
ee ee 
Net Profit Pa ae ee se 3,656,067 3,227,752 
Less: Dividends or i. ae, 9,198,229 1,950,000 
Extra Distribution - + * ° ° 395,412 300,000 
_ginaenene wenn a 
Undivided Profits Sg ag: a a 1,062,426 977,752 
Undivided Profits Brought Forward . « 2,855,351 1,877,599 
ee | 
3,917,777 eae 
Transferred to Rest Account. « ¢ ° 2,000,000 — 
Balance of Undivided Profits. °« ¢ ° 1.917,777 9.855,351 
1 —Eeeeeee 
vv. f f 
ae se ae ; : Sg . 
J ity 
4 
we 
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Central Bank Rate 
To be Revised Weekly 


The Bank of Canada last month an- 
nounced that under a new plan the 
central bank rate would be fixed at 14 
per cent above the latest weekly aver- 
age tender rate for 91-day Treasury 
sills. Simultaneously the bank rate 
for November 1 was fixed at 3.59 per 
cent, up .09 per cent from the bank 
rate of 3% per cent announced on 
October 17. The new policy of weekly 
changes is to make the bank rate more 
flexible and responsive to changing 
conditions in the short-term money 
market. 

“It has been desired since the de- 
velopment of the money market in 
Canada in late 1954 and early 1955,” 
said the announcement, “‘that the bank 
rate should be kept in line with other 
interest rates and should move when 
they do, but usually not otherwise. In 
general, interest rates have been ris- 
ing for nearly two years because of a 
great growth in demand to borrow 
money, or to raise money by selling 
securities. The supply of money has 
increased, but the demand for it has 
grown even faster.” 

The announcement went on to say 
that in the short-term money market, 
the best indicator of current monetary 
conditions as they may change from 
week to week, appears to be the aver- 
age rate at the weekly tender for 91- 
day Treasury Bills. 

“It is for this reason,” said the 
bank, “that the bank rate has followed 
fairly closely, though at varying in- 
tervals, changes in the Treasury Bill 
rate during 1955 and 1956. The rela- 
tionship will be clearer from now on, 
with the bank rate automatically 
changing by whatever fraction of 1 
per cent the average rate on Treasury 
Bills may vary up or down from week 
to week. It will be possible for the 
bank rate to decline without any im- 
plication that the central bank is 
expressing a view that a period of 
easy money has begun or that econom- 
ic conditions have deteriorated.” 


° ° a4 


Economie Digests 


A valuable compendium of informa- 
tion on Canada’s economic prospects 
for the next 25 years is contained in a 
309-page book recently published by a 
Toronto advertising and merchandis- 
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By JAMES MONTAGNES 








CANADA'S | 
ECONOMIC | 
FUTURE 


Digests of 
One Hundred and Twenty-Five 
Submissions to the Royal Commission 


on Canada's Economic Prospects 


Published by 
COCKFIELD, BROWN & COMPANY LIMITED 








A 25-year look ahead 


ing firm. The volume presents a digest 
of 125 of the more than 300 briefs sub- 
mitted by a cross section of Canadian 
industry, government bodies and trade 
associations to the 5-man Royal Com- 
mission on Canada’s Economic Pros- 
pects that was created by the govern- 
ment in 1955, and which recently con- 
cluded its hearings. 

The scope of the official inquiry 
which, as the foreword to the book 
comments, will make for the most com- 
prehensive picture of the Canadian 
economy, and upon which the digests 
in the book are based, includes develop- 
ments in the supply of raw materials 
and energy sources, expected growth 
and distribution of population, pros- 
pects of internal and external markets, 
trends in productivity and standards 
of living, and prospective requirements 
for industrial and_ social capital. 
Among the briefs digested are those 
of Gordon R. Ball, president of the 
Bank of Montreal; the Canadian Bank 
of Commerce; and the Canadian Life 
Insurance Officers Association. 

In setting forth the book’s purpose, 
the producing company says that each 
digest was approved by the organiza- 
tion concerned, and that there was no 
thought of anticipating the findings of 
the Commission. “It is our hope,” the 
company adds, “that the publication 
of this valuable information in capsule 
form will prove of direct help to all 


who have an interest in Canada’s eco- 
nomic future.” 

The first edition supply of the book- 
let has been exhausted. However, the 
company contemplates a second print- 
ing and will make available copies to 
those who request them. 


* . 4 ° 


Bank Leaders Appraise 
Tight Money Policy 

Two Canadian bank presidents, 
A. C. Ashforth, Toronto-Dominion 
Bank, and John S. Proctor, Imperial 
Bank of Canada, recently had some- 
thing to say about credit curtailment 
in Canada. 

Mr. Ashforth, speaking before the 
Canadian Chamber of Commerce 
pointed out that “monetary action to 
brake inflationary pressure is almost 
bound to have side effects which are 
not desired . . . The chartered banks 
are themselves among the first to feel 
these undesirable side effects. It is 
part of their function to act as inter- 
mediaries between the monetary au- 
thorities and the general public.” Mr. 
Ashforth stated that while monetary 
and fiscal policies are not by any 
means perfect instruments, the fact 
they cannot solve all economic prob- 
lems must not lead to the thought 
that they are of no use at all. 

“The criticisms that are developing 
of monetary policy today are a reflec- 
tion of its success,” Mr. Ashforth con- 
tinued, “It has been effective by bring- 
ing about a general rise in the cost 
of borrowed capital in every form and 
by forcing the chartered banks to limit 
their lending activities.” 

Mr. Proctor, speaking to the Cana- 
dian Society of New York, warned 
against a tight money policy hinder- 
ing national growth. He stated it 
would be wrong if central banks were 
to think a perfectly natural increase 
in prices and income and wealth were 
something very unsound. 

“What can be expected,” Mr. Proc- 
tor asked, “but strong forward move- 
ments as a nation passes beyond the 
primary development stage?’ He 
noted that the Canadian gross national 
product was running at nearly $30 
billion a year, up $3 billion this year 
and three times the 1946 figures. 

“The central banking authorities,” 
he said, “apparently think there is an 
inflationary potential here and a need 
to avoid complacency over peaks, be- 
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cause We are advised once more to keep 
a sharp lookout for pitfalls. If there 
is a menace or an enigma wrapped up 
in these figures, our problem will 
grow because we have seen nothing 
yet. Inflation can be a very bad thing 
for a country and its people. But on 
the other hand, a wrong idea of it 
resulting in too tight money would 
be one of those man-made obstacles to 
development.” 


Toronto-Dominion Bank 
Expands in the West 


The Toronto-Dominion Bank has 
established in the province of Alberta 
a divisional office at Edmonton and a 
special office for the oil and gas indus- 
try at Calgary. Both result from the 
expansion of business in western Can- 
ada and are in line with the bank’s 
policy for decentralization of its oper- 
ations. 

All branches of the bank in Alberta 
will come under the jurisdiction of the 
Edmonton office, which will be headed 
by A. E. Hall who has been appointed 
superintendent for Alberta. Mr. Hall 
joined the bank in 1930 and in recent 
years has been supervisor in the bank’s 
western division office at Winnipeg. 

With the opening of the special oil 
and gas office, the Toronto-Dominion 
Bank joins a number of other Cana- 
dian banks in operating such a special- 
ized service. The Calgary oil and gas 
industry office will be manned by spe- 
cialists and will provide information 
on all phases of the oil and gas indus- 
try in western Canada for the bank’s 
customers and potential customers. 


+ ° 


Savings Plan Features 
“Payments.” Insurance 

The Provincial Bank of Canada has 
inaugurated a savings account plan, 
known as Securitas, that features: 1. 
monthly deposit “payments” in a pre- 


For the answers 


you need on Canada... 





Your inquiries on any phase of F 
Canadian business will receive 
prompt attention from any of 
a v our offices 

i listed below: 


10 2 MILLION CANADIANS 








The Key fo 


ecuritas: Home Ownership 


SECURITAS offers you © sure wey of acquiring the down 
peyment on the purchase of your huture home. 





SECURITAS helps you reach your 


Storting a SECURITAS fund is as 
simple as making # dank depos 
SECURITAS FUND instalime: 


THE PROVINCIAL BANK OF CANADA 








/ j 
Bank or MontTREAL 


New York --64 Wall Street 


To sell new thrift plan 


determined amount toward a savings 
goal of from $50 to $1,000, and 2. life 
insurance protection without cost and 
in an amount equal to the savings ob- 
jective. The plan is the second em- 
ployed in Canada; a somewhat similar 
one has been used by the Bank of Nova 
Scotia for some time. 

Anyone between the ages of 5 and 
51 and in good health is eligible to sub- 
scribe to a Securitas account for any 
amount ranging from $50 in multiples 
of $50 to a maximum account of $1,000. 
The savings periods for the accounts 
can be 10, 25 or 50 months. 

In case of death before the goal is 
reached, the bank pays out the full in- 
surance, and all deposits plus interest. 
If the depositor wishes to cancel the 
plan, the bank refunds all deposits plus 
plus interest less a service charge to 
cover cost of cancellation. 

The Provincial Bank points out in 
its advertising that such a savings 
plan can constitute a fund for emer- 
gencies, or can insure a fund for an 
education, a new home, or for holidays 
and Christmas expenditures. To 








San Francisco --333 California Street 


Chicago: Special Representative’s Office, 141 West Jackson Bivd. 
\ 
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launch its campaign to sell the ac- 
counts, the bank used newspaper ad- 
vertising and billboards in both Eng- 
lish and French, and sent “Banco- 
grammes” to householders in areas 
where the bank has branches. 


a ° a4 


Christmas Cheeks 


The Bank of Montreal this year is 
using special multi-color gift checks 
for use of customers at any of the 
bank’s more than 650 branches in Can- 
ada, United States and Great Britain. 
The checks are on heavier than usual 
check paper and carry a Yuletide illus- 
tration. 


& a . 
Children’s Wickets 


To boost its savings deposits among 
children, the Bank of Nova Scotia has 
opened children’s savings wickets at a 
number of its branches at Montreal, 
Toronto, Newmarket, Ottawa and Van- 
couver. A special teller is on duty each 
Friday afternoon between 4:30 and 6 
o’clock to handle deposits for the young 
depositors. Various types of announce- 
ments are being used in the neighbor- 
hood of each branch to advertise the 
special wickets. 


te . * 
Farm Booklet Series 


Two new booklets on agricultural 
subjects have been added to the popu- 
lar series issued by the Canadian Bank 
of Commerce. The booklets are written 
in layman’s language by Canadian 
farm scientists and are _ illustrated 
with cartoons. Both feature family op- 
erated farms, with one showing how 
the entire family can take part in im- 
proving animal health, and the other 
showing how to operate a profitable 
poultry farm. 

The booklets, printed in English and 
French, are widely distributed through 
the bank’s branches, rural schools and 


Popular, timely farm aids 
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community organizations. The only | 


advertising is the name of the bank on 
ihe back cover and a message about 
farm banking services on the inside. 
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Booklet Available 
On Succession Duties 


A 44-page pocket-size booklet on 
“Succession Duties in Canada” has 
been published for free distribution by 
the Crown Trust Company, head-office 
Toronto. 

The booklet gives details on succes- 
sion duties throughout Canada under 
federal and provincial law. There are 
a number of tables in the publication 
on rates charged in various provinces 
and by the Canadian federal govern- 
ment; life interest tables; and the 
schedules of succession duties when 
estates are left to a number of related 
people and strangers. One chapter is 
on how to save on succession duties. 

Crown Trust announced the booklet 
in news ads in the 8 Canadian cities 
where the company has offices. 


7 - - 
Personnel News 


M. C. C. Ross has been appointed 
assistant general 
manager of the 


Commerce, Toronto 
head office. Mr. 
Ross previously 
served at various 
branches since join- 
ing the bank in 
1929. In recent 
years he has held 
M. C. C. ROSS the position of 
manager of the 
bank’s investment department. 

R. G. Miller has been appointed re- 
gional superinten- 
dent of the Canadi- 
an Bank of Com- 
merce in British 
Columbia, with 
headquarters at 
Vancouver. Mr. 
Miller started with 
the bank at Halifax 
in 1919, and has 
held posts at Otta- 
wa, Toronto, St. R. G. MILLER 
John’s, Newfound- 
land, and New York. He will leave his 
post as manager of the Vancouver 
branch, to take up his new duties as 
superintendent for British Columbia. 





> 


Harvey Dagg, supervisor of the bus- 
iness development department of the 
Bank of Nova Scotia, was elected a 
director of the Canadian Tourist Asso- 
ciation at its recent meeting at Char- 
lottetown, Prince Edward Island. 
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MAKE 
SURE YOU 
ARE 
PROTECTED 
AGAINST 


FORGERY 


THE MOST FREQUENT CAUSE OF LOSS 
UNDER BANKERS BLANKET BONDS! 


Figures prove it: the professional or amateur forger of checks and 
securities is the most active criminal confronting banks today. 





Forgery accounted for 5 out of every 8 bank losses covered under 
blanket bonds just reviewed for a 3-year period. This study 
included commercial banks in all parts of the country. Yet some 
banks have not yet purchased check forgery coverage —and only 
30% of all banks* have purchased protection against loss from 
forged securities, notes, etc.! 


How does your blanket bond stack up? Make it a special point 
to check it now. Make sure that coverage is included against 
check forgery and securities forgery (Clauses D & E, respectively). 
An American Surety Bank Protection Specialist offers you experi- 
enced help in bringing your forgery protection up-to-date. In 
fact, he’ll gladly make a survey of your whole protection pro- 
gram, just for the asking. No obligation of any kind. Simply 
contact your nearest American Surety agent or write our Bank 
Division for his name. 


*As reported by the ABA Insurance and Protective Committee 


Safeguarding Banks for over 70 Years 


AMERICAN SURETY 


COMPANY FIDELITY * SURETY * CASUALTY + FIRE * INLAND MARINE 


HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 


100 Broadway * New York 5, N. Y. 
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“Those checks will have cleared by morning 
because National Bank of Detroit 
works all night.” 


NATIONAL BANK 


OF DETROIT 
More Friends Because We Help More People 


Member Federal Deposit Insurance Corporation 
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THE BOOKLET COUNTER 








Checks, The Tools of Com- 
merce ... The evolution of money 
and man’s development of various 
media of exchange are covered in this 
28-page pamphlet. The barter system, 
use of wampum, metallic monies, cur- 
rency and checks are all treated, as 
are bills of exchange and notes. The 
comprehensive review gives prime im- 





























CHECKS... 


The Tools of Commerce 





Traces evolution of money 


portance, however, to the advent of 
the check,.and the role it has played in 
the world’s market places. Prepared 
by a large manufacturer of checks, the 
booklet shows the progress in check- 
making, pinpointing the role of safety 
paper today. 


How the Banks Serve the People 
... Bank officers wishing to give their 
customers or staff members a first- 
hand explanation of modern banking 
should read this monthly letter dis- 
tributed by the Royal Bank of Canada. 
It describes current trends in banking 
services, and shows how necessary 
they are to the economy. Deposits, 
withdrawals, credit, inflation and bank 
ownership are all thoroughly dis- 
cussed. Other subjects treated are staff 
members and pensions. Particular em- 
phasis is given to banking’s rewards 
and the meticulous care in employee 
selection. 


Federal Reserve Operations in 
the Money and Government Secur- 
ities Market . . . The money manage- 
ment objectives of the Federal Re- 
Serve System are clearly presented in 
this 105-page booklet, written by a 
Vice-president of one of the reserve 
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banks. The pamphlet details how the 
system goes about tightening or loos- 
ening credit, and the factors that 
govern its moves. Of particular in- 
terest is its lucid analysis of how the 
“Fed” affects the day-by-day activi- 
ties of commercial banks. It also gives 
a detailed description of the Trading 
Desk at the Federal Reserve Bank 
of New York City, and its relations 
with financial institutions in the short- 
term market. 


Banking for Busy Women .. . 
This handy 16-page booklet explains 
how banking services can be used to 
best advantage by today’s active 
woman. Among its helpful how-to-do- 
it hints are suggestions regarding 
banking-by-mail, checking accounts, 
stop-payments, savings accounts, 
Christmas Club, loans, safe deposit 
boxes, travelers’ cheques, and foreign 
travel. Prepared by a large St. Louis 
bank, the booklet shows the career girl 
how quickly and easily financial trans- 
actions can be handled. Other bankers 
will be interested in its simple, down- 
to-earth approach. 


Management Bibliography . . . 
A complete list of the American Man- 
agement Association’s publications is 
contained in this 44-page catalog. It 
details the theme of each of these 
authoritative reports, all of which 
treat the latest developments in spe- 
cialized fields as well as with sound 
solutions to general management 
problems. Of particular import to 
bankers will be the financial manage- 
ment series. 


Changing Times for Banking... 
Our modern society seems geared to 
a cycle of debt and savings, contends 
the author in this reprint of a speech 
given before the Association of State 
Bank Supervisors. Most of the install- 
ment and mortgage debt, he adds, is 
incurred by families in the middle in- 
come group. This group, he points out, 





These booklets are available upon 
request. free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











tends to go into debt for homes, fur- 
nishings and equipment while young, 
and then, as they grow older and their 
income increases, to become savers. 
There is nothing wrong, he empha- 
sizes, with the installment credit side 
of the cycle. Quite the contrary. But 
like all good things, he notes, such 
credit can become a source of harm if 
carried to extremes. 


Worry-Go-Round . ... The various 
types of executives and the problems 
that. beset them are lampooned in this 
colorful” 24-page offering. Cartoons 
pinpoint each of these harassed indi- 
viduals, and the accompanying copy 
tells the “Jittery Joes” and “Envious 
Eds” just what to do to recognize 
and overcome the tensions encount- 
ered in business operations. Frustra- 
tion is one of tension’s strongest allies, 
the booklet warns, so make your deci- 
sions, then forget about them. Most 
problems, it adds, can be divided into 









WORRUGOROUND 


HOW TO UNDERSTAND YOUR EVERYDAY TENSIONS 




















Executives and their problems 


two groups: those that you can do 
something about and those over which 
you have no control. It advises execu- 
tives to realize this factor when con- 
fronted with their everyday problerns. 


Canadian Yesterdays ... As part 
of its 100th anniversary celebration, 
the Toronto-Dominion Bank prepared 
this 48-page historical booklet that 
could serve as a model for similar 
brochures. It contains stories of out- 
standing Canadian personalities dur- 
ing the past century. One of these fas- 
cinating tales is “The First Train 
from Toronto.” It describes the trip 
from Toronto to Montreal and the fes- 
tivities that were arranged for the 
occasion. Of equal interest is the selec- 
tion, “The Lady on the Cowcatcher.” 
It deals with Lady Macdonald’s fabu- 
lous ride on the cowcatcher of one of 
the early trains. “The Portrait of the 
Queen” and “Was Canada Worth 
Keeping” are among the other stories 
presented in the booklet. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Factoring Not Banking 

In New York and other states, busi- 
ness corporations may not encroach 
upon the field of banking by making 
discounts even though they perform 
no other banking function. A recent 
opinion of the Court of Appeals of 
New York reiterated that state’s rule 
that the “discounting” of a note by 
a bank is understood to consist in the 
lending of money upon it, and de- 
ducting the interest or premium in 
advance. 

Five notes in the amount of $3,000 
each were made out by a corporation 
in favor of its president. He endorsed 
these notes and took them to the 
defendant institution, which was 
organized under the stock corporation 
law. It had handled similar trans- 
actions with the maker of the notes 
over the previous two or three years. 
The question before the court was 
whether there was a violation of the 
banking law enacted to prevent the 
dangers of banking inflation. Its ruling 
hinged on a so-called bonus charge 
being deducted at the inception of the 
loan. The charge was in a different 
amount than the interest provided 
for on the face of the notes. 

The court held that the notes in 
issue were invalid. “To hold otherwise 
would permit Discount or any other 
corporation to circumvent the prohibi- 
tion of section 131 by the simple device 
of deducting in advance a part of its 
compensation, which to all intents and 
purposes is interest, and labeling this 
part a ‘bonus’.” The court pointed out 
the distinction between notes or other 
securities for the payment of money 
discounted when the loan was made as 
in this case with the discounted notes 
as consideration for the loan, and the 
case where existing notes are pur- 
chased at a discount. The former are 
void and the latter are valid. 

Miller v. Discount Factors, 135 N.E. 2d 
33 (1956) 


* e od 


Timeliness of 
Forgery Notice 

The Court of Civil Appeals of Texas 
permitted a bank to defend an action 
for the amount of forged checks it had 
paid on the ground that the depositor 
had not given proper written notice 
of the forgeries. 
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The forger was the son-in-law of 
the depositor. Rather than prosecute, 
the customer told the _ vice-presi- 
dent of the bank that he would like 
to settle the matter himself. He gave 
the bank a written receipt for the 
three checks aggregating $8,000. Some 
time later he told the vice-president of 
the bank that he had not straightened 
out the problem. In that period he 
advanced almost $4,000 more to the 
son-in-law’s company. Ultimately the 
son-in-law became a fugitive from 
justice and his company became in- 
solvent. 

Ten months after 
received the forged checks, he wanted 
the bank to give his account credit for 
their amount. The vice-president told 
him that if he had made his request 
much earlier, they would have done so. 
The officer suggested that the cus- 
tomer talk with the agent for the 
bank’s insurance carrier. 

The depositor failed to see the agent 
and did not within the one year, as 
called for by the Act, give written 
notice to the bank that the checks 
were forgeries and that he expected 
the bank to give him credit on his 
account for the amount of the checks. 

The Court held that the simple 
receipts the customer had given for 
the forged checks did not constitute the 
notice required. “Courts of other 
States, having similar statutes as 
Texas, have held that these are stat- 
utes of limitation and that the notice 
required is not simply the information 
that the check is forged, it must 
amount to a demand upon the bank 
for payment of the forged check, or 
the depositor must at least make it 
known to the bank that he is looking 
to the bank for reimbursement.” 
Stauffer v. Frost National Bank of 
San Antonio, 291 S.W. 2d 743 (1956) 


= 7 a 
Court’s Power in 
Governing Incompetents 


Points of information are contained 
in this case for trust officers who may 
be called upon to give advice in trust 


matters involving mentally incompe- | 


tent persons. The United States Dis- 
trict Court of Columbia held that an 
incompetent son named as the co- 
owner of his mother’s United States 
Savings Bonds was entitled to substi- 
tute bearer bonds or whatever funds 


the depositor | 





could be traced to bearer bonds exist- 

ing at the time of her death. 
Twenty $1,000 Series E Bonds were 

involved. A year after they were pur- 
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Portable office paper shredding machine 
quickly, easily, and effectively destroys 
confidential papers and obsolete records 
in your own office. Quiet, compact. Safe 
and easy to operate! New low price! 


NEW SHREDMASTER 





FREE 10-DAY TRIAL. 


Write for free illustrated descriptive folder 
with details of 10-day trial. 


Ask for brochure # 20 


Fhe SHREDMASTER @../. 
9 East 40th Street, New York 16, N. Y. 


Manufacturers of the most complete line of 
Office and Industrial Shredding Machines! 
A Division of Self Winding Clock Co., Inc. 


Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 


















WILLIAM EXLINE, INC. 
1270 Ontario Street e Cleveland 13, Ohio 





chased, the son was declared an in- 
competent and one year after that 
the mother was declared an incompe- 
tent. Prior to the mother’s death, the 
committee for the son redeemed the 
bonds and used the proceeds for the 
maintenance and care of the son in a 
hospital. The son’s committee con- 
tended that the remaining bonds be- 
longed to the son and should not be 
listed as assets of the estate of the 
mother who had died. 

The court found there was no ques- 
tion of any wrong-doing but rather of 
a conflict of interest because the same 
person was named as committee for 


both incompetents, and since each co- 
owner possessed survivorship rights 
on the bonds, the committee could not 
redeem bonds in the name of one co- 
owner without violating his duty to 
the other co-owner. 

The court said: “As a general prop- 
osition, it seems that the committee 
of an incompetent is the mere con- 
servator of the ward’s estate and that 
his authority is mainly ministerial or 
administrative. As such, he cannot, 
without the authority of the Court 
which appointed him, exercise a right 
which is personal to the incompetent 
or perform an act which is contrary 
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Correspondent Needs 


For complete correspondent service, get 
in touch with Manufacturers National 
Our banking offices in Detroit, Dear- 
born, Highland Park, Grosse Pointe 
Woods, Melvindale, Pleasant Ridge, 
Redford and Van Dyke combine to pro- 
vide you with prompt, careful handling 
of your every requirement. ‘ 


Manufacturers National Bank 


OF DETROIT 
Detroit 31, Michigan 


Member Federal Deposit Insurance Corporation 
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to the incompetent’s intentions ex- 
pressed before his disability. This con- 
clusion has been reached in cases in- 
volving a change of beneficiary in an 
insurance policy, election under a will, 
and under a revocable trust. That any 
discretionary power must be exercised 
under the supervision of the appoint- 
ing court seems implied by the Dis- 
trict of Columbia statute which pro- 
vides that, ‘The equity court shall have 
full power and authority to superin- 
tend and direct the affairs of persons 
non compos mentis, and to appoint a 
committee or trustees for such per- 
sons ... and to make such orders and 
decrees for the care of their persons 
and the management and preservation 
of their estates, including the collec- 


| tion, sale, exchange, and reinvestment 
_of their personal estate, as to the 


court may seem proper.’ ” 
In Re Church’s Estate, 141 F. Supp. 


| 703 (1956) 
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Importance of Witnessing 


a Chattel Mortgage 

This case points up to bank lending 
officers that while a witness’ signature 
to a chattel mortgage is not impera- 
tive, such a signature can become im- 
portant for purposes of verifying and 
filing the mortgage. A lower and 


| higher court differed as to whether a 


car that had been used to transport 
liquor illegally could be claimed by 
the bank that held the mortgage, or by 
the state under its forfeiture laws. 
The same day the liquor transporter 
purchased his automobile he executed 
a promissory note and chattel mort- 
gage, and delivered them to the dealer. 
When the bank purchased them from 
the dealer, it had no knowledge that 
the automobile would be illegally used. 
Although it was elicited that the 
maker’s signatures on the instruments 
were genuine, and they were executed 
in the presence of the manager of the 


| automobile dealer, the witness whose 
| name appeared on the mortgage was 
| not present at its execution. 


The lower court found that the bank 
had failed to establish the existence 


| of a valid lien and refused to allow 


the chattel mortgage to be introduced 
in evidence because the witnesses were 
not present at the execution. 

The Supreme Court held, however, 


| that this did not affect its ability to 


create a valid lien on the automobile, 
since a chattel mortgage does that 
without being witnessed. 

“The witnessing is merely to assist 
in verifying its execution and to en- 
able its filing,” said the court. “The 
primary purpose of its filing is merely 
to give constructive notice thereof. 
While it is true that, under our stat- 


| utes, the lien created by an unfiled 


chattel mortgage is void as against the 
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Now! Exclusive process makes copies in 
just 4 seconds...ends paperwork bottlenecks! 











“We'll need 6 extra copies of these estate transactions.”’ 
trust department can give estate members copies of any transactions 
when they want them. And without costly retyping with possible 
errors. The All-Electric THERMO-FAX Copying Machine gives you 


copies in 4 seconds for less than 5¢ each. 


SAFE DEPOSIT VAULTS 








“Now our customers have a copy. 


pays for itself quickly with dividends. 





.. and originals stay safe.” A 
complete copying service like this wins customers your way .. . and 
Besides your own uses, this 
All-Electric machine lets customers copy important papers, take the 
copies and leave originals safe. Let us show you how it works. 


Now your “I'll copy that statement if you'll wait 4 seconds.” Fast action like 


this means better customer relations. Whether for customer com- 
munications or executive information, 4-second copies of statements, 
tax reports, letters, financial data, etc. mean faster, surer business 
decisions because everyone Aas all the facts. 
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New “Fourteen” 
: New ‘Secretary" 





All-Electric machines eliminate liquids, negatives. Only the com- 
pletely dry process THERMO-FAX Copying Machine has the one- 
step simplicity that eliminates all chemicals, liquids or negatives. 
See the new wide-width model for copies of 14” x 17” papers. Find 
out how All-Electric copying can end your paperwork bottlenecks. 


No other copying machine offers bankers such speed and simplicity. 
No other machine gives you completely dry process, One-step copying. 
The cost? As low as $329.00... less than many typewriters. 


g Thermo-Fax 


enano 


WY copyinG PRODUCTS 


sfixemmes — The terms THERMO-FAX, SECRETARY and FOURTEEN 
&; , are trademarks of Minnesota Mining & Mfg. Co., St. 
%' hd Paul 6, Minn. General Export: 99 Park Avenue, New 
*aere” York 16, N.Y. In Canada: P. 0. Box 757, London, Ont. 


December, 1956 





Send coupon below for full details. 


Minnesota Mining & Manufacturing Company 
Dept. KR-126, St. Paul 6, Minnesota 

Send details on the time-saving, money-saving THERMO-FAX Copying Machine checked 
below. 
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mortgagor’s creditors and the subse- 
quent purchasers and encumbrancers 
for value of the mortgaged property, 
the State, in a forfeiture case like the 
present one, is neither of these.” 
Security Bank & Trust Company v. 
State, 297 P. 2d 922 (1956) 
* + a 


Corporation Note 

The United States District Court 
for Western Pennsylvania held in 
favor of the plaintiff insurance agent 
in his action to gain payment on a note 
signed by a corporate officer for the 
balance due on a premium for a pen- 


sion policy issued to the corporation. 

The agent, the court said, was en- 
titled to presume that the note had 
been properly executed on behalf of 
the corporation by its president and 
assistant treasurer. Under Pennsyl- 
vania law, corporations have the 
power to grant pensions and the 
corporation in question put its presi- 
dent into the position in which, accord- 
ing to ordinary experience, it was 
usual for him to have the authority 
to sign a note; particularly after the 
pension plan had been in force for 
two months without protest having 
been made that it had not been author- 











It’s in Phoenix 

It’s newest and largest 
in the southwest. 
Offices here place a 
business at the hub of 
fast-moving economy. 


Business management has learned that Arizona 
is in the door to the nation’s 2nd largest market... 


and Phoenix holds the key! 


Write E. A. Hamilton at the bank 
for full information. 
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At 411 North Central 
Avenue, Phoenix, this 
is a truly beautiful and 
up-to-date building. 
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for the way you write... by number 





The Esterbrook Pen Company, Camden 1, New Jersey 
THE ESTERBROOK PEN COMPANY OF CANADA, LTD. 
92 FLEET ST., EAST; TORONTO, ONTARIO 





| 
| 
| 





ized by the proper corporate officers, 
and the plaintiff had received three 
substantial partial payments for the 
pension policy. The same officers wh« 
signed the note also signed the checks 
in partial payment. , 
Another interesting point made by 
the court was that the insurance agent 
who promoted the plan as a specialist 
in pension plans was a stranger to the 
agreement between the corporation 
and its trustee. Therefore, when h« 
inserted the name of the corporation’s 
secretary without the knowledge of 
the plan’s trustee and no alteration 
was made of any contract between the 
corporation and the insurer, or be- 
tween the corporation and its agent, 
the alteration made by the third party 
could not discharge the contract, be- 
cause it was not made by a party 
having the right thereunder or a right 
to compensation for its breach. 
Blair v. J. R. Andrews, Inc. of Dela- 
ware, 141 F. Supp. 51 (1956). 


COMPETING 
WITH “CLAVE” 


CONTINUED FROM PAGE 35 


to sound the hour with a perfect repro- 
duction of the booming, deep-toned 
bells of Big Ben at Westminster. This 
sound equipment was perfected by 
Watts Enterprises, a San Francisco 
electronics firm, who tell us it is the 
only installation of its kind in the 
world. 

The story of our unique bank clock 
was carried by the local newspapers 
and. radio stations, and the sound 
effects were put on the radio and 
television networks and broadcast by 
short wave overseas. The Associated 
Press and other wire services picked 
up the story, which was told in various 
newspapers as far away as London. 
We even have copy of a newspaper 
carrying the story, published in Tai- 
peh, the capital of Formosa. The over- 
seas broadcasts were heard down in 
Melbourne, Australia. 

Whenever listeners in San Francis- 
co’s downtown district hear our clock 
sounding the hour, they are instantly 
reminded of our institution, and the 
goodwill value created by this instal- 
lation will benefit the bank for a long 
time. 

When visitors come into our bank- 
ing room, they are immediately con- 


| scious of the friendly atmosphere in- 


duced by the displays of beautiful 


| flowers tastefully arranged by the sec- 


retaries on the desks and counters. 
These floral arrangements are not 
supplied by professional florists, but 
home-grown by our officers and staff 
members, starting with the rose gard- 
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NATIONAL CITY BANK OF CLEVELAND 


uses DIEBOLD 
POST-TO-CHECK 


QUESTION 





ae 


Dieb Old’ » 


NC ORPORA T €& D 


Diebold Post-To-Check is a profit making system that 
conforms to best banking practices. All records are 
housed at ideal working height in the only fire-resist- 
ive Post-To-Check Desk bearing Underwriters Labo- 
ratories Class “C” label, including impact. Diebold 
Post-To-Check saves up to 50% in personnel and space 

. cuts errors up to 80% ... provides positive signa- 
ture and amount verification. Diebold systems and 
procedures specialists are trained to assist in plan- 
ning installations that get results. For complete 
information, call your local Diebold representative, 
or mail the coupon today. 





Get the 
brochure 
_ that tells all. 









Diebold, Inc 


902 Mulberry Rd., S. E., Canton 2, Ohio 


Please send your new 20-page multi-colored illus- 
trated Post-To-Check brochure. 
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Re Installation photos, courtesy of 


NATIONAL CITY BANK of Cleveland 


Telephone inquiries are answered 
quickly. (Drop-swing doors slide under 
body of desks to save space.) 





Posting is rapid and accurate, 





Flex-Blok aluminum trays are light in weight, easy to 
handle and carry. 
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ens of the president. Our own bank 
flower show continues throughout the 
growing season for most of the year. 
All the bank’s executives work in 
the open, and are readily accessible to 
visitors as well as the bank staff. 
Desks on the officers’ platform are ar- 
ranged along the railing, without a 
receptionist or secretarial barriers in 
front to keep visitors at a distance. 
During the past year the banking 
room has been remodeled and redec- 
orated, to help convey this feeling of 
warmth and friendliness through the 
medium of an attractive color scheme 
and daylight lighting effects. Banks 





Looking 
for 
promising 
markets? 
When looking 


towards Cuba 
for expansion 


pick a sound 
and progressive 
correspondent. . 


of new ceiling lighting equipment, air 
conditioning and an improved line of 
tellers windows also have been in- 
stalled to make the banking room 
modern in every particular. 

For the benefit of our customers 
who like to drive to the downtown 
area, free parking service has been 
provided in a garage right around the 
corner, a short block away. This is a 
rare banking convenience in San Fran- 
cisco’s financial district. 

We aim to make our bank premises 
a pleasant place for our people to work. 
We endeavor to work with the staff on 
a family basis, rather than on a gold- 





With a network of 23 Branches 


this Bank is in a position to execute 


your transactions—effectively and with- 
out delay—anywhere in the island of Cuba. 


For information, write or wire: 


The Trusl Company of Cuba 


Resources exceed $200,000,000 





HEAD OFFICE: OBISPO 257 - 


HAVANA, CUBA 
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25 word Sales Message in 

LIGHT, MOTION and COLOR... 
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SERVICES WITH... 


N.Y. Times Square. Requires little space—30 inches long. 
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Travel Checks 
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Trust Services 
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plated officer-employee relationship. 
We have had a number of instances 
where employees found it necessary to 
leave and did so with considerable 
reluctance. They have even gone x 
far as to write the management letters 
of appreciation and expressed regret 
when circumstances have forced them 
to leave. 

The maintenance of good public re- 
lations is constantly kept in the minds 
of all our officers and members of the 
staff. By closely following the bank’s 
slogan, “An independent bank 
Large enough to care for your needs, 
small enough for each client to receive 
executive attention,” we believe our 
bank has won an important place in 
the financial life of San Francisco. 


SENATE 
BANKING STUDY 


CONTINUED FROM PAGE 45 


Hodge affair that broke out in his 
home State of Illinois. In fact, the 
Hodge affair has cast a long shadow 
over the entire Robertson proceedings 
almost from the beginning. The invi- 
tations to the executive agencies to 
submit recommendations and the bids 
to prospective Advisory Committee 
members were hardly in the mail when 
the Hodge case broke in Chicago— 
right in the heat of a hard-fought elec- 
tion campaign with the State gover- 
norship at stake. It is of record that 
Committee counsel Rogers was re- 
quired to drop his work on the Bank- 
ing Study and spend his full time for 
several weeks investigating the Hodge 
matter from the standpoint of whether 
the Federal Deposit Insurance Cor- 
poration needed stronger supervisory 
powers, or should be stimulated to 
more decisive use of existing powers. 

The Banking Committee, under the 
permanent chairmanship of Senator J. 
William Fulbright, had gone into the 
Illinois situation with great thorough- 
ness while the election campaign was 
at its height. There were some who 
thought that once the election was 
over, the issue would die down as a 
headline-catcher, and any statutory ad- 
justments found desirable from the 
Hodge disclosures would be taken up 
along with the other recommendations 
when the Advisory Committee makes 
its report in December and when the 
Banking Committee begins considera- 
tion of a legislative draft early next 


| year. But this was not to be. 


The November 9 hearings began 
somewhat prosaically. After a_ brief 
explanatory statement by Chairman 
Robertson, Ray M. Gidney, Comptrol- 
ler of the Currency took the stand and 
presented a run-down of the recom- 
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what is bpehina 


Cunneen specialized 





cesifon’? 


Let’s suppose that you were to invite two 
designers—one who had worked in a bank 
and one who had not—to submit designs 
for your bank’s renovation project. 

Their sketches would probably look 
alike in many ways—but the plans on 
which they were based would reveal many 
differences. The designer with banking 
experience would put it directly to work 
solving the problems involved in your 
daily operations. His design would have 
function as its core. 

This is a hypothetical case because 
there are few if any bankers who have be- 
come top industrial designers. That is why 
we have developed the team approach to 
solving banking’s physical problems 
through design. 

Every phase of your operation is first 
analyzed by a group of men experienced 
in banking . . . and their findings serve 
as the basis for the creation of fresh but 
workable plans by our skilled industrial 


designers. 
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The results are greater inbuilt efficiency 
. . . lower design and construction costs 
. . . lessened operating expenses—and a 
definite business upswing. 

That — and much more — lies behind 
Cunneen specialized bank design. Wheth- 
er the project you have in mind involves 
limited remodeling or an entirely new 
building, we would like to point out first- 
hand the many advantages of our services. 

The best time to investigate the worth- 
while differences Cunneen design can 
make in your operations is at the very 
beginning of your modernization discus- 
sions. We shall be glad to have our rep- 
resentative meet with you at your con- 


venience — at no obligation, of course. 





COMPANY 

Designers of Distinctive Buliidings 
for Financial Institutions 

1225 Vine Street, Philadeiphia 7, Pa. 


Chicago, Illinois ¢ Los Angeles, Calif. 





mendations which he thought needed 
fuller explanation. During his testi- 
mony, the Subcommittee’s questions 
were put by Everett D. Reese, its 
chairman, and board chairman of the 
Park National Bank, Newark, Ohio. 
Other Subcommittee members at the 
main table were Norris O. Johnson, 
vice-president of the First National 
City Bank of New York; Ben Wooten, 
president of the First National Bank, 





Dallas, Texas; Edwin P. Messick, ex- 
ecutive vice-president of the First Na- 
tional Bank and Trust Co., Milford, 
Delaware; and M. B. Spragins, pres- 
ident of the First National Bank, 
Huntsville, Alabama. 

Questioning of Mr. Gidney by Sen- 
ator Douglas gave a foretaste of what 
was going to happen later. The Illinois 
Democrat noted that one of the ramifi- 
cations of the Hodge case was that two 





OTVELE Sits 


(@) TRADE 


THE COLOR 
IDENTIFIES 
THE CONTENTS 


The Teller immediately identifies the 
denomination of contents by color of 
wrapper...red for pennies, blue for 
nickels, green for dimes, orange for 
quarters, yellow for halves, gray for 
dollars, prevent transposition. Indicia 
designated by figures. With taper- 
ed edges. 


RAINBOW 
COIN WRAPPERS 








TAPERED EDGES 








SEND FOR FREE SAMPLES 
DEPT. B 


OLD STYLE 
COIN WRAPPERS 


greater coin protection 
from 30% tougher stock 


Made of Kraft stock that is 10% to 30% 
stronger, hence afford greater protection 
from breakage if packages are dropped 
or roughly handled. Indicia, figures and 
letters printed in colors for triple designa- 
tion and greater speed in handling. With 
tapered or gummed edges. 


The Cc. | Eek fT eG of + 


HANNIBAL, MISSOURI 





43 CONVENIENT OFFICES 
RESOURCES 
$398 MILLION 


MEMBER FEDERAL 





Knock off the grind for 
the Yuletide season and 
visit Arizona — our Win- 
ter is like your balmiest 
Spring. 


You'll go back to face *57 
with a sun-tanned confi- 
dence. (Providing you can 
bring yourself to leave, 
that is. Thousands of our 
“winter visitors” have set- 
tled here for good — and 
sent back for their fac- 
tories! ) 

COEPOSIT 


INSURANCE CORPORATION 





F.D.I.C. examiners resigned from the 
agency in order to accept executiv: 
positions in banks that were involve: 
in the matter. He alluded to “conflic: 
of interest” and asked whether the 
Comptroller permitted examiners t» 
accept bank employment. Mr. Gidne 
replied with a rising voice that the 
Comptroller’s Office is proud of its con- 
tribution of trained men to the private 
banking system of the country, and 
that the president of the nation’s larg- 
est bank is a former national bank ex- 
aminer. The only safeguard required, 
he said, is the one in effect—that upon 
being employed as an examiner, a man 
must take an obligation to check with 
the Comptroller first before accepting 
a bank position that may be offered in 
the course of his career. 

J. L. Robertson, a Governor of the 
Federal Reserve Board, was the sec- 
ond witness. Most of the questioning 
in his case was conducted by John J. 
McCloy, board chairman of the Chase 
Manhattan Bank. The Subcommittee 
on Federal Reserve included Homer J. 
Livingston, president of the First Na- 
tional Bank of Chicago; Vivian John- 
son, president of the First National 
Bank of Cedar Falis, lowa; J. V. Sat- 
terfield, Jr., president of the First 
National Bank of Little Rock, Arkan- 
sas; and Prof. Lester V. Chandler of 
Princeton University, formerly the 
staff economist for the Joint Monetary 
Subcommittee investigation conducted 
by Sen. Douglas in 1950. 


HE F.D.I1.C.’s opening statement 

was presented by its General Coun- 
sel, Royal L. Coburn. This did not take 
long, and soon the hearing became a 
debate over the F.D.I.C. role in the 
dual banking system. Briefly, the ques- 
tion was whether the F.D.I.C. should 
exercise supervisory controls over in- 
sured State banks in the manner and 
to the degree that the Comptroller of 
the Currency exercises them over na- 
tional banks. Or, put it another way, is 
the F.D.I.C. required to doubt the wis- 
dom and integrity of State supervisory 
authorities to the point of watching 
over their shoulders like police offi- 
cers, or is it more in comity with the 
principle of States’ rights for the 
F.D.1.C. to limit itself to the protec- 
tion of its deposit insurance fund 
against heavy losses? The latter view 
is upheld by the F.D.I.C. viewpoint 
that its bank examination activities 
amount to no more than any other 
insurance company’s desire to “have a 
look at the risk.” 

The Sumcommittee on F.D.I.C. ap- 
parently has the most difficult of sub- 
committee assignments, owing to the 
neccesity to face up to the Hodge inci- 
dents. Should the agency have power 
to force banks to certify that there are 
no “dummy” stockholders standing in 


Burroughs Clearing Howse 





Dec 





ent 
un- 
ake 
ea 
the 
1es- 
yuld 

in- 
and 
r of 
na- 
y, is 
wis- 
;Ory 
ling 
offi- 
the 
the 
ytec- 
‘und 
view 
oint 
ities 
ther 
ve a 


ap- 
sub- 
. the 
inci- 
ower 
2 are 
ig in 


louse 


the finest Metal 
Bank Counter Equipment 


In harmony with building designs and interior plans, 
our engineers and skilled metal craftsmen create and 


develop counter equipment to meet architects’ specifications, 
all coordinated to reflect the individual and personal 
character of each bank. 


Bank Building & Equipment Corp., St. Louis, 
architects and designers on installations shown. 


MANUFACTURING COMPANY, Inc. 


Typical WATSON Installations: Republic National Bank, Dallas, Texas 
Seamens Bank For Savings, New York City 
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for State officials who might be in- 
volved in a conflict of interest? Should 
the F.D.I.C. have authority to compel 
a complete outside audit? Should the 
agency have power to remove officers? 
These and related questions go far be- 


yond the scope of the original design 
of the Study; however as a matter of 
practical legislative know-how the 
Subcommittee cannot by-pass them. 
The F.D.I.C. Subcommittee com- 
prises the standard five members. Its 











94 Years ...64 Branches 


in South and Central America, 
England, France, 


Portugal and Spain 


Complete International Banking Service 








BRONZE or ALUMINUM 


Your bonk's name in tasteful ond enduring bronze 
or aluminum is a prestige-building ambassador. Names 
of your personnel on desk plates of impressive metal 


add dignity, too. 

INDIVIDUAL LETTERS 
IN ALL SIZES, METAL OR PLASTIC, 
provide ideal permanent signs for 
both inside and outside your build- 
ing. For finest metal signs, desk 
plates in metal and plastic, and 
display cases at most economical 
prices, write for our newest com- 
plete — ancl 


NAMEPLATES 


2” x 10” one line of copy, $7.50 
2,” x 10” two lines of copy, $9.00 
on bronze easel — other styles available 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., INC. 


570 Broadway, Dept. BC, New York 12, N.Y. 


84 








Standard Bill Bands 


Best For Easy, Fast Countin g 


Used by tellers and depositors for 
subdividing packages of currency. 
these Standard bill bands aid in 
easy. fast counting. Made in three 
standard paper colors, in five widths, 
bill bands are sold in three lengths 
to hold 25, 50 or 100 bills. Write 
today for free colorful catalog and 
price list. 

Since 1900 wherever 
money is wrapped. 


landard PAPER GOODS 


MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 





chairman is Reese H. Harris, Jr., sen- 
ior vice-president of the Connecticut 
Bank and Trust Company, Hartford. 
With him are W. J. Bryan, vice-presi- 
dent of the Third National Bank of 
Nashville, Tennessee; J. Cameron 
Thomson, board chairman of the 
Northwest Bancorporation, Minneap- 
olis, Minnesota; Joseph M. Naughton, 
president of the Second National Bank 
of Cumberland, Maryland; and Theo- 
dore Herz, a partner of Price Water- 


house & Co., accountants. 


HE fourth agency to make its pres- 

entation was the Federal Home 
Loan Bank Board, through its Chair- 
man, Albert J. Robertson. There was 
some levity at this point, when it was 
pointed out that out of the six princi- 
pal public officials participating in the 
hearing, three were named Robertson. 
The Advisory Subcommittee in the 
savings and loan area was headed by 
Henry A. Bubb, president of the Capi- 
tol Federal Savings and Loan Associa- 
tion of Topeka, Kansas. The other 
savings and loan representative was 
W. Franklin Morrison, executive vice- 
president of the First Federal Savings 
and Loan Association of Washington, 
D.C. The former is a past president of 
the United States Savings and Loan 
League and the latter represented the 
National Savings and Loan League. 
With them were Joseph A. Broderick, 
board chairman of the East River Sav- 
ings Bank, New York City; James E. 
Shelton, chairman of the Security- 
First National Bank, Los Angeles, 
California; and Professor C. Ward 
Macy of the University of Oregon eco- 
nomics department. 

There was not much critical discus- 
sion of the recommendations of the 
Federal Home Loan Bank Board. 
Rather, the major theme of this por- 
tion of the hearing was an effort to 
ease the tension between commercial 
bankers and savings and loan execu- 
tives on the long-standing tax equality 
issue. 


INALLY, the Bureau of Federal 

Credit Unions reviewed its recom- 
mendations, and by this time the more 
intense phases of the discussion were 
clearly over. The Credit Union Sub- 
committee was headed by William W. 
Pratt, executive director of the Penn- 
sylvania Credit Union League, as 
chairman. With him on the panel were 
Maxwell F. Eveleth, Sr., vice-president 
of the Ocean National Bank of Kenne- 
bunk, Maine; Reed E. Holt, executive 
vice-president of the Walker Bank and 
Trust Co., Salt Lake City, Utah; Wil- 
liam E. Whiteman, Jr., president of 
the Oklahoma Industrial Finance Cor- 
poration; and Robert L. Oare, board 
chairman of the First Bank and Trust 
Co., South Bend, Indiana. 

One overall highlight of the hearing 
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can end your bookkeeping problems, too, 
with these bank-proved SENSIMATIC SYSTEMS 





BEE SR! ES AT SPS BS Se Se «|S 
Check systems of most value to you; 
send in for complete information 


COMMERCIAL BOOKKEEPING— Account Balance 
Control Plan furnishes proof of balances before they are 
printed, automatic error detection, proof of accurate correc- 
tions, positive balancing of each posting run. 


SPECIAL CHECKING ACCOUNTS— Post-to-Check 
Plan materially reduces the cost of handling checking 
accounts. This plan has saved 35% of the time, 33% of the 





The Sensimatic is really a family of 
specialized or general-purpose ma- 
chines, geared to give you the simplest 
yet most comprehensive wrap-up 
possible of every aspect of each bank 
bookkeeping job. 


For the complete picture on how the 
Sensimatic—and Burroughs-perfected 
bank bookkeeping systems—can help 
you solve bank accounting problems 
thriftily, send in coupon on this page. 


Burroughs 
Sensimatic 


“Burroughs” and "Sensimatic” are trademarks 


Burroughs 
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space, 50% of equipment investment, 50% of customer 
inquiries. Month-end peaks are leveled. 


SAVINGS ACCOUNTING—Window Posting Plan 
applies to either the Unit or Dual operation; results in faster 
customer service, accurate records with a single handling of 
the media, prompt cash balancing, positive proof of the 
accuracy of every step. 


MORTGAGE LOANS— Mortgage Posting Plan provides 
for automatic preparation of payment-due notice and uses 
Burroughs electronically precalculated loan interest tables. 
Complete posting, billing and interest computation in one 
fast operation. 


COMMERCIAL LOANS-— Streamlined Control Plan 
affords instant location of loan information, simplifies teller 
operation, speeds accurate balancing, proves accuracy of all 
records, gives positive delinquency control, improves audit 
control. For all types of loans. 


INSTALLMENT LOANS —Coupon-Ledger Plan sched- 
ules coupons and ledger, simultaneously. Provides proof of 
posting for payments and control totals. The customer has 
complete information, including balances before and after 
payment. Cuts costs, increases mail-ins. 


LOAN AND SAVINGS— Pre-Audit Window Posting Plan 
means one-time posting. Speeds accurate customer service, 
eliminates back-office proving and duplicate posting, pro- 
vides complete figures for control and general ledger posting. 


GENERAL BOOKKEEPING— All-Purpose Accounting 
Plan mechanizes accounting in all departments with one 
Sensimatic. Handles commercial bookkeeping, savings 
accounting, loan accounting of all types, general ledger 
posting and the daily statement. 


OTHER ACCOUNTING SOLUTIONS— Whatever 
your accounting problem, there’s sure to be a Sensimatic 
solution. Check here for constructive counsel from a 
Burroughs representative. 


BURROUGHS CORPORATION, Detroit 32, Michigan 


Please furnish more information on Burroughs bank book- 
keeping systems for the subjects checked above. 
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was the emphasis placed on the plan to 


eliminate cumulative voting of stock 
in the election of national bank direc- 


tors. 


All three Federal bank super- 


visory agencies had reiterated their 
support of this proposal, which passed 


the Senate in the 84th Congress but 
made no progress in the House beyond 
a favorable report by the Banking and 
Currency Committee. Opponents of the 
anti-cumulative voting bill presented 
written statements of their position, 





THE FIRST NATIONAL BANK of TAMPA 


STATEMENT OF CONDITION 


at the close of business Sept. 26, 1956 


Overdrafts ane 
Banking House 
Furniture and Fixtures 
Other Real Estate 


Loans and Discounts (After Reserves of $999,341.75) 


Accrued Interest and Income Not Collected 
Insurance and Other Expenses Prepaid 
Stock in Federal Reserve Bank 


Other Assets 


United States Government Obligations 
Obligations of Other Federal Agencies 
State, County and Municipal Obligations 
Marketable Corporate Bonds 
Cash and Due from Banks... 


TOTAL 


Capital , 
Surplus 
Undivided Profits 


Reserve for Contingencies 
Interest and Income Collected Not Earned 
Accrued Interest, Taxes, etc. 


Other Liabilities 
Deposits 


TOTAL . 





MEMBER FEDERAL 


DEPOSIT 


COMPTROLLERS CALL 


RESOURCES 


which Senator Robertson received for 
printing in the transcript of hearings: 
however, they were not permitted to 
testify in the open hearing. 

Also received for printing in the 
record of hearings was a summary 
statement filed by the American Bank- 
ers Association, constituting in es- 


sence a reaffirmation of its support of 


$24,462,460.32 | 
‘ 2,959.45 


968,776.10 


421,106.81 


....$34,227,489.50 
3,528, 175.00 
9, 139,283.54 


807,209.49 
ecosccampesdensesseansns 21,434,150.83 69, 136,308.46 


255,573.20 | 
7.00 


119,560.63 
144,000.00 
29,544.45 





LIABILITIES 


$95,540,296.42 


$ 2,500.000.00 
2,300,000.00 
614,732.03 


415,620.24 
702,448.99 


359,944.20 
: 7,374.84 
..... 88,640, 176.12 





First, National Bank 
TAMPA 


INSURANCE CORPORATION 


$95,540,296.42 








For over 75 years, Japan's largest 
financial institution has fostered 
international trade and commerce. 


G 
m FUJI BANK“ 


Head Office: Chiyoda-Ku, Tokyo 
Overseas Offices in London, Calcutta 
184 Branches Throughout Japan 
New York Agency: 42 Broadway, NYC 


If you need a helping 
hond in Japan, contact... 
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everlastingly hand- 
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FREE CATALOG 


An idea source for executives interested 

in dignified plaques and plates. 

Read what others say: 
a really beautiful . . . a splendid 
job.”’ 

MINERS NATIONAL BANK, 

Nanticoke, Pa. 

"Highly pleased with your work.’’ 

WASHINGTON CO. STATE BANK 

Brenham, Texas 
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the measures which the A.B.A. backed 
during the 84th Congress and which 
are still pending. In addition to its 
recitation of pending items, the A.B.A. 
added a new one stating its position 
that the 60 per cent credit to banks 
against the F.D.I.C.’s annual net as- 
sessment income ought to be increased 
to 80 per cent, since the Insurance 
Fund has grown to the peak of $1.7 
billion. 

The next stage of the Banking 
Study proceedings, as planned, is a 
general meeting of the Advisory Com- 
mittee at about mid-December. The re- 
ports of the Subcommittees are to be 
weighed, criticized and consolidated in 
a final Advisory Committee report, 
which will be made public. Reports of 
the Subcommittees are to be held con- 
fidential. 

Meanwhile, work is already under 
way in preparation for the third stage 
of the Study—the writing of what 
Senator Robertson calls a “tentative 
bill.” The purpose of this is to trans- 
late the Advisory Committee’s recom- 
mendations and those of the Federal 
agencies into a legislative draft, form- 
ing the basis of the Code of Banking— 
the ultimate target of the effort. 

When the tentative bill is completed, 
the Senator’s intention is to introduce 
it in the Senate and call public hear- 
ings in the normal procedure of law- 
making. At this stage, any and all per- 
sons and agencies having views on 
matters referred to in the tentative 
bill will have their opportunity to be 
heard. 
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HANDLING 
MAIL DEPOSITS 


CONTINUED FROM PAGE 37 


If the mail deposit volume is sub- 
stantial, it naturally divides itself into 
two sub-departments, namely: 

1. The regular bank-by-mail en- 
velopes, on which the customer himself 
is commonly supposed to do some of 
the detail work. 

2. All other deposit mail, which may 
consist of deposits sent to the bank 
without benefit of bank-by-mail en- 
velopes; Government and other pay 
allotments, dividends received from 
dividend paying agents, and the like. 

This breakdown is shown on the 
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work flow diagram, illustrated on page 
87. Incidentally, this diagram is the 
first page of a complete job description 
covering mail deposit procedure. 

Both categories are handled by the 
bank’s mail deposit department, which 
in the case of The National Bank of 
Washington is set up in one of its 
branches. All bank-by-mail envelopes 
are routed, by their printed address, 
directly to that branch. 


HE handling of the bank-by-mail 

envelopes is fairly well standard- 
ized. They are opened by machine, the 
contents are removed, and the deposits 
are handled in probably the same way 
that all other banks handle them. In 
The National Bank of Washington, we 
have, however, eliminated one piece of 
hand work by validating both the de- 
posit slip and the customer’s receipt 
by use of a teller’s window machine. 
The tie-in between validation of the 
final document and the employee han- 
dling the transaction is by machine 
number, thereby doing away with any 
manual signing or initialling. A useful 
by-product, of course, is a daily item 
count of deposits of this type handled 
by the department. It has been found 
advisable to have all envelopes ex- 
amined a second time outside of the 
mail deposit department to prevent 
any credits being discarded as waste 
paper. Also, special care must be taken 
in opening envelopes containing tab- 
ulating card checks, as a fraction of 
an inch cut off a punch card and it is 
kaput. 

Pay allotments from government 
agencies and corporations, dividend 
checks received direct from dividend 
paying agents, and similar items of 
that nature are an entirely different 
story. We separate this potpourri en- 
tirely from the bank-by-mail envelope 
operation. The basis of this function 
is illustrated on page 37, through the 
view of a six-drawer cross file that 
houses the two-part credit and advice 
forms, examples of which are also re- 
produced. The two-part forms in a 
reasonable quantity, and appropriate 
index guides, one for each name, are 
prepared by the addressograph de- 
partment, as mail deposit relation- 
ships are opened. Re-order forms are 
run by addressograph at the same 
time and these are filed in back of the 
credit ticket supply, turning up when 
the last credit is used. 


N many cases we find that the bank 

has received special and definite 
instructions on handling incoming 
credits, such as “$50 to be taken out 
of the check to be placed to the credit 
of Savings Account Number ————.” 
These specific instructions are typed 
directly on the face of the index card, 
beiow the customer’s name and ad- 
dress, and such cards are further 
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We reopened just 36 hours 
after the fire— 


Our Hartford Agent made every minute count! 


(Based on Company File #H54-25820) 


Last-minute Saturday shoppers ran 
for the street when fire broke out in 
our store. 

We turned in an alarm at once. 
But by the time the fire was under 
control, our one-story building was 
badly damaged. 

My partner meanwhile had called 
our Hartford Agent. He said not to 
worry. The Agent got hold of the 
local adjuster and the two of them 
were on the scene within an hour. 


No lost time here. No lost motion. 


Sizing up the situation, they 
authorized immediate repairs. They 
located contractors who could begin 
work that night. And both agent 
and adjuster spent all day Sunday 
on the premises. Under their watch- 
ful eyes, the work moved right 
along. 

Thanks to this splendid help, we 
were able to reopen Monday morn- 
ing. “Business as usual” — just 36 
hours after the fire! 


There are situations, of course, that take longer than 36 hours to 
straighten out. But prompt service is always a Hartford objective. 


A good point to keep in mind! Particularly when one of your 
banking customers seeks advice. For dependable protection 


—combined always with the Hartford type of time-saving, 
useful service—suggest a call to your local Hartford Agent. 
Or Hartford coverage obtained through an 


insurance broker. 


Year in and year out you'll do well with the 


Hartford 


Hartford Fire Insurance Company 
























Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Citizens Insurance Company of New Jersey ... Hartford 15, Connecticut 
Northwestern Fire & Marine Insurance Company 


Twin City Fire Insurance Company... 


Minneapolis 2, Minnesota 









































DO YOU DECIDE 


your depository by convenience alone? You shouldn't! 


DO YOU CONSIDER 


ability to furnish behind the scene services for your benefit? 
You should! 


Your selection of any member of the FLORIDA NATIONAL 
GROUP assures you of a bank affiliation that does more than 
accepts deposits. 








M credit information 
M wire transfer of funds 
M collection service 
/ and many others 


Florida National Bank Florida Bank Florida Bank 


of Jacksonville & Trust Company at Deland 
Florida National Bank at Daytona Beach Florida Bank 
& Trust Company Florida National Bank at Starke 


at Lakeland 
Florida National Bank 


at Miami 
Florida National Bank 


Florida National Bank 
at Belle Glade 


at St. Petersburg at Key West Florida Bank 
Florida National Bank Florida National Bank at Madison 
at Orlando at Bartow 


Florida Bank 
at Port St. Joe 
Florida Bank 

at Chipley 

Florida National Bank 

at Arlington 
(Jacksonville) 
Florida Bank 
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For your operations with PERU look to the 


BANCO INTERNACIONAL DEL PERU 


. 
Head Office: Lima, Peru 
With experienced English speaking personnel, translating becomes un- 
necessary and strict compliance with your instructions is assured. We invite 


you to use our facilities for your Collections and Letters of Credit. 


Upon request we shall be glad to forward by air mail our collection tariff in English which 
incorporates information on local customs and practices. 
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flagged for special attention by attach- 
ing a square inch of red scotch tape in 
the upper right hand corner. 

At the start of each business day the 
government pay checks, allotments, 
dividend checks and other salary com- 


| ing to the bank for credit, are sorted 


into alphabetical order, manually, 
after which the corresponding credit 
ticket is withdrawn from the cross 
file. compared with the name and 


| address on the check, and then the 


date, description and amount, together 
with the initials of the employee orig- 
inating the transaction, are typed on 
the credit ticket from, also illustrated 
on page 37. The receipt to the custom- 
er is automatically produced at the 
same time, and is mailed in an ordi- 
envelope. The credit 
tickets going to proof are not machine 
validated, as they are prepared and 
printed especially for the mail deposit 
department and are not used else- 
where in the bank. 


WORD as to costs. It is interesting 

to note that the American Bank- 
ers Association, in its 1956 Edition of 
“Trends in Bank Costs,” reports that 
credits received by mail by one large 
bank cost $.237 per item as against a 
per item cost of $.177 for deposits 
received over the counter in the same 
bank. 

This study contains the statement 
that “the processing of the deposit 
ticket is one of the most costly factors 
in servicing a customer’s account” and 
goes on to show a median cost of 
handling a deposit ticket of $.159 for 
57 smaller banks and $.155 for 25 
larger banks included in the survey. 
Manufacturers National Bank of De- 
troit showed a unit cost of $.123 in 
1951 (Burrough Clearing House, 
April 1951). Our costs, according to 
the most recent study, came to $.135 
per unit. 

The key question, of course is — is 
it less expensive for a bank to process 
mail deposits than it is to take them 
in over the counter? The answer de- 
pends on so many factors that it is 
unsafe to generalize. Certainly a care- 
ful study should precede any changes 
in policy that would tend to increase 
mail deposit unit costs, such as the 
prepayment of postage on incoming 
deposit envelopes. 

It may be noted here that mail de- 
posit operations automatically provide 
a high class mailing list. General 
publicity items along the lines of the 
well-known statement enclosure can 
be inserted in the return envelopes 
with the minimum of clerical cost and 
no additional postage cost. 

This thesis may be buttoned up 
thusly: for best customer relations 
and for operating efficiency take your 
mail deposit function out of the back 


' room where you keep your old um- 
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brellas and worn out overshoes, equip 
it properly and give it good manage- 
ment. You will find, as we did, that 
it pays. 


Proof that The National Bank of 3 i A N D T 
Washington is doing a fair job of | ve 


° ° . . | 
customer relations work via its mail 


deposit service can be found in letters | ‘ H H dli M hi 
like this one: “I think about you a a Coin an ing ac ines 
good deal and the pleasant no-fuss way 
we have been doing business over the 
last twelve years. My checking account ;, are absolutely accurate, 
is about fourteen years old, but in the ? 
last twelve years I have never been ! 4 
face to face with a teller, all transac- : every durably constructed § 
tions have been by mail. Thanks a 4 4 a a 
million for such courteous, prompt, 
accurate attention.” 
Sure, we goof occasionally. All of 
the letters we get are not like that 
one, Our folks, being members of the 
well-known human race, have in the 
past and will in the future credit the 
wrong account once in a while. But 
considering the customer relations 
angle, we have reduced the number of 
errors and consequent customer com- 
plaints materially, while from the in- 
ternal operating point of view we have 
eliminated fumbling by dignifying the 
job, employing adults at adult pay, ‘ . — 
supplying adequate work space and 4 ‘ BRANDT Products 
tools, mechanizing to the fullest pos- . Inelude: 
sible extent, and finally providing 
intelligent and competent supervision. 


speedy in operation, 


Brandt Automatic 
i: Cashiers (Coin Paying 
o o ° ’ . ” 4 Machines) 


! f , Coin Sorting and 
ROLE 1 PRIVATE das a > | Counting Machine 


Coin Counting and 


Pl ACKMENTS 7 | s ; *m., Packaging Machines 
JUTE Bh —_ : . . *& Coin Wrappers and 


CONTINUED FROM PAGE 39 | ef . ie | Bill Straps 


Other problems may arise concern- 
ing the sale of fixed assets during the 
term of the loan. Some loan agree- 
ments permit such sale, others do not 
without the consent of the lender. 

Notwithstanding these vexations 
and problems, corporations of all sorts 
borrowed $3.6 billion last year through 
direct placements, so evidently these 
problems have answers. 

Of course, the stray thought must 
occur to the reader that private place- 
ments cannot be this good. The draw- 
backs to private placement—if they 
are drawbacks—often appear in loan 
covenants. Manufacturing company 
officers might well weigh the effect of 
them on their own situations. For ex- 
ample, in every direct placement loan 
agreement is a summary of terms and 
conditions to which the borrower 
agrees to adhere so long as the issue 
remains outstanding. Whether these 
covenants are likely to be burdensome 
or not, must be decided by each manu- 
facturing company for itself. For 
example: the borrower often agrees, . 
ajter giving effect to the loan: to “Brandt” and “‘Cashier" registered United States Patent Office and Canadian Trade Marks Office, 
maintain working capital equal to 150 | 
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per cent of the amount of the loan; 
to maintain current ratio of 1.5 to 1 
or 2.0 to 1, depending on the type of 
business represented; not to merge or 
sell substantially all of the assets 


quent to the date of the loan; and 
not to pledge any accounts receivable 
or other current assets to secure bank 
loans. 

These are typical terms for the 


without the lender’s consent; to re- 
strict dividends to earnings subse- 


average medium-sized industrial cor- 
poration. They may be burdensome— 





Insure Security / 
with EXPANDING MAILERS , 


Designed to carry a “full load” 


You save registry fees, postage, and time too. 


EXTRA STRONG KRAFT PAPER 
HEAVILY GUMMED FLAPS and SEAMS 
EXPERTLY CONSTRUCTED 


Ideal to use when mailing: 


@ Bulky transit items 
@ Stocks and bonds 
@ Savings Bond record cards 


@ All valuable papers 
WRITE FOR SAMPLES 


CURTIS 1000 INC. 


HARTFORD ST. PAUL CLEVELAND 
ATLANTA PHILADELPHIA HOUSTON 








| closely on 


| cessful, 
| worth to over $1,550,000. With the in- 
| crease 





LEADING 
INDEPENDENT 
AND CHAIN 


Make Check Sorting 
FASTER... 
EASIER 


No. 2213 
Bank 
Sorter 


125 
Ic to 50c 


Mt, STREAMLINED 


“The Lowest Priced Modern Changer” 





BANK CHECK SORTER 


For daily sorting in bank bookkeeping de- 
partments the Kohlhaas Bank Check Sorter 
will outperform any manual sorter on the 
market in Speed, Ease-of-Operation and Ac- 
curacy. Has all of the operator designed 
features for improved sorting efficiency. Avail- 
able with Alphabetical and Name Guides to 


suit your requirement. 
Write for 
plus tax. (Model 1107 with silver 


FURTHER INFORMATION — PRICES 
8012 S. Chicago Ave. dollar key — $70, plus tax) 
the KOHLHAAS CO. Chicago 17, lll. METAL PRODUCTS ENGINEERING, INC 


4000 Long Beach Ave., Los Angeles 58, Calif 


Over one quarter of the nation’s leading 
banks now using. More than 450 in use 
in one large Western bank chain. Sim- 
plifies change handling. Sturdy alumi- 
num, gray hammertone finish. Parts and 
workmanship guaranteed. 


A TRIAL WILL CONVINCE YOU. 
See your dealer or write factory 
for 15 day free trial. 








With roll-out base — $22.50 extra, 











after adjusting for 





perhaps more restrictive than the 
terms of the average public debt issue. 
While a direct placement loan cay 
normally be designed to meet the spe- 
cific requirements of each borrower, 
the basic loan covenants will not b» 
too far removed from those just citec. 
However, after a loan is made, any 


| specific covenant in a private place- 


ment can always be modified more 
easily than can a similar change be 


| made in a publicly-sold issue. 


N example may serve here. Let us 
take a hypothetical case modeled 
several actual successful 
transactions with medium-sized manu- 
facturers. The X Company, a manu- 
facturer, began operations with an 
investment of $250,000 and was suc- 
increasing its tangible net 


in business, additional new 
plant facilities costing $550,000 were 
required along with new equipment 
involving $200,000. The company’s 


| bank was willing to help finance the 
| purchase 


of the equipment in the 
amount of $150,000, repayable at 6 
per cent over five years. A mortgage 
lender was willing to give a first mort- 
gage of $300,000 at 5% per cent, re- 
payable over 10 years. This totaled 
$450,000. The remaining $300,000 to 
pay for the facilities would have to 
come from working capital—which 
was impractical. 

At this point, we were consulted to 


| see what might be done. We found 


that the company had borrowed $350,- 
000 from its stockholders which they 
were willing to subordinate to a long- 
term loan. We also found that the 
company’s stockholders were willing 
to increase their investment in com- 
mon stock by $100,000. They would do 
this by transferring certain land and 


| buildings to the company—which the 
| company was then leasing from these 
| stockholders—in return for the stock. 


These transactions would have the 
effect of increasing net worth to 
$2,000,000 as far as a long-term lender 
was concerned. 

We advised the manufacturing com- 


| pany that we believed we could place 
| a $1,000,000 long-term loan repayable 


over about 10 years at an interest rate 


| of about 5 per cent. The company’s 


earnings before taxes for the past year 
the lease, would 
cover the first year’s interest charge 
on the proposed loan by 11 times and 
on the average for the past five years 
by 6% times. The first quarter earn- 
ings of the current year were better 


| than those for the last year. The com- 


pany’s products were highly regarded 
by the trade, and in the prototype 
stage there were several new products 
with high civilian potential. 

We prepared a comprehensive su!- 
vey on the company, its operations, 
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financial 


long-term 


the loan. 


Funds borrowed and profitably em- 
ployed provide earnings leverage on 
outstanding common shares. Debt se- 
curities are the cheapest to service 
since the interest cost of the money 
is deductible before calculation 
federal income taxes; but every dollar 
borrowed must be repaid when due. 
The repayment date might come at an 
inopportune time. To avoid any such 
direct place- 
ment loans are repayable in moderate, 
equal, annual payments during the life 
of the loan. 


difficulties, 


OT all direct placements issues are 


debt 


number of preferred issues have been 
used in the past few years, we find. 
Most of these preferreds have sinking 
funds which will retire the issues in 10, 
15, or 20 years. The disadvantage of a 
preferred is the relatively high carry- 
ing cost which requires roughly $12 
of pre-tax earnings per share to pay 
a $6 dividend. The advantage is that 
a larger equity base is obtained upon 
which more debt 


placed. 


In summary, it might be said that 
for manufacturing companies which 
are aware of the facts and still prefer 
debt financing—as many of them do 
for a variety of 
placement financing offers an effica- 
cious, low-cost 
funds. The principal which we as spe- 
cialists in this field must emphasize, is 
this: long-term loans are based on 
demonstrated earnings power rather 
then the value of fixed assets. If a 
company can meet that test, it is 
elivible for all forms of private place- 
ment financing. 


products, and management which in- 
cluded a detailed explanation of the 
stockholders 
were willing to make in order to se- 
cure a $1,000,000 loan. 

One of the institutional investors 
with whom we conferred agreed to 
make the loan secured by a first mort- 
gage on all real property at a 5 per 
cent interest rate and on a 12 year 
basis with the principal repayments 
commencing at the end of the second 
year and to be repaid in equal install- 
ments over the last 10 years of the 
loan. The lender also required that 
the manufacturing company maintain 
a minimum net working capital of 
$1,500,000, but permitted the company 
to make seasonal bank loans so long 
as they were unsecured. The stock- 
holders’ notes could be repaid only out 
of net earnings after taxes and after 
regular principal repayments on the 
Dividends could be 
paid out of net earnings after taxes 
so long as net working capital was in 
excess of $2,000,000. The company 
agreed to these key terms and secured 


reasons—private 


to necessary 
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TO LIFE... 
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PECO 
AUTOMATIC VAULT VENTILATOR 





LIFE INSURANCE FOR YOU 
AND YOUR CUSTOMERS 


Accidental lock-ins of customers, employees 
and officials occur more often than you realize 
and when bandits strike, lock-ins are common. 
Peco is the only vault ventilator that can be 
operated by remote control. Simply push the 
button for life saving air to circulate. Peco 
ventilators are completely automatic and silent 


in operation. 


Write today 

for complete information 
_ —— PECO PRODUCTS ~—— 
| Grade “A” Vault Alarms @ Nite- 
1 N-Day Depositories ¢@ Vault 
| Doors @® Chime Clocks @ The 
| Automatic Auto Banker @ Drive- 
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| ®@ Safe Deposit Boxes 
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imitation leather or plastic 

commercial passbooks and 
pocket check cases 
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WILLIAM EXLINE INC. 
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LAGHT-TEARTED BANK 


CONTINUED FROM PAGE 42 


in to open an account, got the first 
impulse from our advertising but the 
final push because friends when asked 
recommended us for reasons. that 
might seem frivolous to an old-school 
banker. Folks apparently regard us 
as nice people, fun to deal with, and 
no less good bankers for all that. When 
they read our advertisements, they are 
all the more easily convinced of the 
desirability of the services we offer— 
because we are friendly neighbors who 
do not seem to take ourselves too 
seriously. 

Perhaps as good an example as any 
I could cite of our tendency to laugh 
at ourselves and make friends in the 
process is an incident that came up a 
few years ago. One of our men was 
attending the summer session of the 
Pacific Coast School of Banking in 
Seattle, which is only about 30 miles 
from home. It happens that our valley 
is an important berry-raising area, 
and at this moment blueberries were 
in season. So, after due negotiations 
with the cook, we shipped over enough 
blueberries to provide pies for one 
dinner meal. 

Other banks represented in the 
school had at various times provided 
little souvenirs of their home indus- 
tries. Some of these were extremely 
large banks which missed few oppor- 
tunities to emphasize their magnitude, 
while at that time we were even 
smaller than we now are. Anyhow, 
when the pie came to the table that 
evening, each serving bore a neatly 
printed card stating, “Blueberries for 
this pie were provided by courtesy 
of Citizens State Bank, Puyallup, 
Washington, Resources over $6,000,- 
000.000000.”’ We still hear echoes of 
that one. Just the other day one of the 
cards turned up in the credit file of a 
city bank, reminding us of the inci- 
dent again. 


OR another example, we had long 

issued our printed statement of con- 
dition in a typographically attractive 
but highly conventional form. Then 
we decided we might as well get some 
advertising value out of this quarterly 
printing job. After appropriate con- 
ferring with the cartoonist of the local 
paper, we got a drawing of a small boy 
in shorts and striped T-shirt, his face 
distinguished by a good crop of 
freckles and a very smug expression. 
He stands in a carefree posture, one 
hand on his hip and the other lifted 
to shoulder height. Thus far we have 
used him on the front cover of our 
statement holding a daffodil (bulbs 
are a big local crop), a piggy bank 
(for savings), a calf’s halter in one 


hand and a first prize blue ribbon i: 
the other (for Fair season), and jerk- 
ing his thumb upward toward a graph 
with its single line climbing steeplh 
(for reminder that our bank is grow- 
ing unusually fast for the area). 
These printed pieces disappear from 
the lobby rack at an amazing rate, 
which after all is just what we want 
of a statement folder. The only draw- 
back disclosed thus far is that we have 
already exhausted two of the four sets, 
except scrapbook copies. 


UR advertising runs the gamut 

from public service to simply get- 
ting the neighbors to laugh with us— 
not at us! For public service, we can 
cite our football and basketball pro- 
grams. In a small city, the high school 
is a major center of social activity and 
high school sports are a genuine focus 
of local interest. The bank accordingly 
provides free programs for each game, 
imprinted with names and numbers of 
each team’s players, and with ruled 
space for scorekeeping. The bank’s 
advertisement is reproduced on the 
back cover. 

At perhaps the opposite extreme 
was a stunt we used several years ago 
when egg surpluses harassed our 
poultrymen neighbors. During a na- 
tional week for some such slogan as 
Eat More Eggs, we posted in the lobby 
a large sign giving our “Eggsact 
Statement of Condition,” and urging 
people to eat more eggs so they could 
live longer and eat better by saving 
at our bank. At each point on the 
statement where the sign painter 
would normally have lettered a zero, 
we had him mount an actual egg. This 
exaggerated pun brought into the 
lobby every day dozens of people who 
“ame merely to see the sign. Whatever 
the merits of our humor—which we 
admit was open to serious question— 
we actually opened accounts with sev- 
eral of these casual visitors brought in 
by the sign. 

Obviously our relaxed, friendly ap- 
proach would be worse than useless if 
we did not really feel that way toward 
people in general. For any banker who 
is naturally on the staid side, to at- 
tempt a program of kidding himself 
and the neighbors would be as uncon- 
vincing as trying to warm up the natu- 
ral expression of the traditional bank- 
er’s glass eye. 

We really do feel the way we behave. 
We mean it when we clip out news- 
paper stories dealing with a fellow 
citizen’s promotion, election, or other 
honor and paste these into a congratu- 
lations card that we mail him. We 
meant it one Christmas when we sent 
a receipt for four not-yet-due instal- 
ment payments to a customer whose 
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baby had been seriously and expen- 
sively ill. We never mentioned that 
incident to anyone, but the customer 
talked about it so freely that what had 
started out merely as a friendly ges- 
ture turned into a constructive public 
relations move. 

Our advertising budget is $8,000, 
which certainly is large for a bank of 
approximately $8,000,000 deposits in a 
town of 10,000 population. Also, we 
must admit with mild embarrassment 
that this year we are overrunning our 
budget and probably shall spend closer 
to $10,000. However, we are careful 
not to dribble away our advertising 
money in the innumerable reckless 
ways that keep popping up in every 
town. We aim our advertising funds 
straight at the target, which is to 
build more business and earn more 
profit. 

Since the desired results are cur- 
rently coming our way, we are un- 
likely either to cut back our advertis- 
ing budget or to. stiffen up our 
relaxed approach to the public. We 
can’t afford to change, merely because 
the appropriation looks a bit oversize, 
or because people might call us 
undignified. 


Mh. CLUTCHBILE'S 
XMAS “CLUB™ 


CONTINUED FROM PAGE 47 


Something will have to be done. But 
it is Christmas time... we must not 
disturb the peace of this sacred sea- 
son. Soon I shall write you what must 
be done.”’ 

Madame Bizard opened her old hand- 
bag. She looked up once at Director 
Clutchbill with old brown eyes full 
of gratitude, and with tears that fell 
on the four dollar bills as she tucked 
them clear to the bottom of her bag. 

Mr. Clutchbill reserved only for his 
most distinguished visitors the cour- 
tesy of walking with them to the outer 
door, but now he went to the door with 
Madame Bizard and patted her arm 
softly as she went out; neither one of 
them trusted themselves to speak. 

It must have been a full half-hour 
the old director sat motionless in his 
favorite chair in the front office. A 
newspaper screened his face and grey 
goatee which seemed to quiver at times 
under mental strain. He was not look- 
ing at the newspaper hiding his eyes; 
he was seeing pictures glowing and 
fading there, pictures that came out 
of his imagination. He saw Madame 


Bizard enter her tiny cottage and put 
the money behind an old kitchen clock 
that began to tick with a brightened 
contentment, 


cheering up the little 
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You can’t order it in a package —or even expect delivery at some 


future specified date. 


But there 7s something your bank can do to prepare for 
automation and, at the same time, add to current income and 


efficiency. 


One basic requirement in any automatic process is check 
imprinting. It will be necessary to identify checks outwardly 
with the customers’ names, to prevent exchange before negotia- 
tion, as well as to code them for sorting, clearing and filing. 

The Todd Sort-O-Namic system of “on premises” imprinting 
decreases operating costs drastically by speeding up the flow of 
work through the proof, rough and fine sort, bookkeeping and 
filing departments. Errors due to mis-sorts, mis-posts, mis-files 
are cut down sharply and turnover and training periods reduced. 

The Todd Sort-O-Namic system is one step toward automa- 
tion which your bank can safely adopt. It will save time and 
money now, will not require any upsetting change in customer 
habits and will be compatible with whatever system you adopt 


in the future. 


If this advertisement raises questions you would like to 


discuss with us, write to: 





SUBSIDIARY OF 
BURROUGHS CORPORATION 


THE TODD COMPANY, Inc., Dept. BCH 
Rochester 3, N.Y. 


I‘m interested in hearing more about Sort-O-Namic. 
Please have one of your representatives telephone 
or write for an appointment. 


Your Nome____ 


Name of Bank_ 





Address 
City Zone 


Telephone Number 


BCH-12-56 
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In Chrome With Weighted Base 
A SUPERIOR J. A. REINHARDT & CO. PRODUCT 
Write for Complete Catalog & Prices 


BANK PRODUCTS 
COMPANY 


3 Park Place 
New York 7, N.Y. 
Established 1930 
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room linked with the French tongue of 
old Normandie and a crucifix above 
the gothic peak of the antique clock. 
He could see Madame Bizard planning 
for her flowers, and how on Christmas 
day she would kneel on Pierre’s grave 
with them held lovingly in her old 
reddened hands. Mr. Clutchbill brushed 
his eyes angrily. A new face had shot 
into his vision. It was an old face 
tightened into the lines of a miser.. 
Cresus LaRoque, rising eighty. 
Visions formed fast now in the old 
director’s fancy. There was a Christ- 
mas tree in the bank. Two objects 
hung on it. And in the shadowy back- 
ground there was a mysterious man 
with a pair of spectacles in his hand. 


HE whole scheme suddenly crystal- 

lized. Mr. Clutchbill put on his ul- 
ster and hat. In a few moments he was 
feeling his way along the icy sidewalk 
of Main street to the tiny office of 
Hiram Bixby, optician. 

“Morning, Hiram,” announced the 
old director on a breath of frosty air 
from the open door. “I’ve got a strange 
job for you.” 

“Mm-m, in my time I’ve tackled 
about everything that had to do with 
the human eye... guess it won’t be 
too strange.” 

“But it is,” insisted Mr. Clutchbill. 

Sitting in a patient’s chair facing 
cardboard plaques descending from 
bold to tiny print staring at him from 
the wall, he outlined a fanciful scene of 
coming dramatic events in which 
Madame Bizard would be on the stage. 

“Oh, I’d as leave tackle it,” nodded 
Hiram holding in a pair of pincers a 
quivering spectacle frame up under 
his nose. “Hope I don’t get in jail, 
though. Always managed to keep out 
so far.” 

“It won’t be any worse than in the 
old days when you used to knock out 
the bottom of a beer bottle and whittle 
it into a lens.” 

“Tut... tut!”’ objected Mr. Bixby. 

As an accomplished actor, Hiram 
had charmed the village spectacle- 
wearers from the first day he had 
dropped off the Montreal express and 
proceeded along the platform, wearing 
a stove-pipe hat, overcoat with a collar 
of some prehistoric fur, and a gold- 
headed cane. A yellow valise had been 
in his hand containing dozens of spec- 
tacles all having the same prescription 
in their lenses. Trade had come. He 
had stuck, although now he wore 
steel-headed ice-creepers instead of a 


| gold-headed cane, and cap with ear- 


laps, but retained the fur collared coat 
so battered after thirty years it looked 
as though it had belonged in an in- 
credible youth to the Earl of Skye. 
Mr. Clutchbill went back to the bank 
and wrote a letter to the stingiest 
bachelor in Ferndale village, an ancient 


i man of French descent so careful of 


his pennies and so suspicious of every- 
body he augmented his failing eye- 
sight with a large cracked readin« 
glass. 

Dec. 24, 1956 
Mr. Cresus LaRoque 
Ferndale, Vermont 
Honored Sir: 

Wishing to continue our unique and 
extensive service to our customers, the 
management of the Ferndale National 
Bank graciously extends to you an in- 
vitation to call at the Bank on the 
morrow, Christmas day, to enjoy— 
FREE—the fitting and gift of a mod- 
ern and handsome pair of spectacles. 

Once a year we plan this little gift 
to one of our oldest customers, and 
this year we have selected you. 

This sitting will be at 10 am., 
allowing the recipient ample time to 
return to his Christmas dinner, and 
with the knowledge he will soon be 
wearing a new pair of spectacles honed 
to needle-point definition both for far 
and near views. 

Congratulations, 
Aaron Clutchbill, Director. 

On Christmas morning Mr. Clutch- 
bill and Mr. Hiram Bixby, both in 
Prince Albert coats of early days, 
stood admiring a Christmas tree in 
the Ferndale National’s front office. 
It was a little tree sitting on a table 
at the room’s far end. It was bare of 
decorations save for a gold star at its 
top and a singular little object hang- 
ing on a dark-green frond. Behind a 
chair sat Hiram’s old yellow valise, 
yawning open and ready for an ex- 
pected caller. 


UDDENLY the outer door 

under a thunderous tattoo. 

Director Clutchbill hastened to the 
door and flung it wide. 

“What’s all this about glasses?” 
shouted a bent little man with a face 
lined with wrinkles. 

“Come right in, Mr. LaRoque. And 
Merry Christmas to you!” 

“Christmas ... ba-a!” scowled Cre- 
sus LaRoque stumbling blindly in. 

“Sit right down here in this easy- 
chair and let our expert sharpen your 
eyes till you can see like a yearling 
eagle.” 

“Well, hm-mph, do your worst.” 

“Look at the Christmas tree,” en- 
couraged Hiram Bixby in his kindest 
undertaker’s voice. “Can you make out 
any object hanging on it?” 


jarred 


wel a 
“Ah-h... I couldn’t myself without 
glasses. Let me mount these trial 


lenses on your nose. There! What do 
you see now?” 

“Fur ... just cat fur!” 

“Hm’f! my error. Try these,” urged 
Hiram changing the lenses to muiti- 
bull’s-eye power. 

“Hey, quite sharp.” 

“What can you see hanging on the 
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tree?’”’ uttered Hiram in an elated, 
experimental voice. 

Cresus remained 
wonderingly 
Reassured, 
book!” 

“A bank passbook,” 
Clutchbill happily. 

“Now, let’s try your 
reading,” chirped Hiram following Mr. 
Clutchbill’s directions. 

“Eh, let me break in,” 
piped Mr. Clutchbill. “You brought 
your savings passbook, Cresus? Good. 
Let me take it an instant. Just the 
thing to work on while Hiram tests 
your reading distance. I’ll put on the 
interest.” 

Cresus’ hand went to his breast 
pocket and he held out the book. “Make 
the figures as big as you can,” he 
warned. 


R. CLUTCHBILL quickly entered 

the interest from a memorandum 

and unseen, hooked the book to a bent 
pin on the Christmas tree. 

“Now let’s try the tree once more, 
Mr. LaRoque,”’ encouraged Hiram. 
“You can still see the little book?” 

Cresus peered through the lenses. 
He snatched off the glasses. “I can 
see two books... . these glasses are no 
good—I’m going!” 

“There are two books, Mr. 

two separate books! 
keen ... that’s fine!” 

“Tw ...two?” stuttered Cresus. 

“Yes, now let’s try the bi-focal seg- 
ment of the lenses. I’ll get one of the 
passbooks . . . your own book, in fact 
—to let you see your new 
through your new glasses.” 


silent and felt 
’round his breast pocket. 
he burst out: 


LaRoque 


Mr. Clutchbill brought one of the | 
passbooks to Hiram who held it fifteen | 


inches from Cresus’ eyes. 

“How do you make out. . 
clear?” 

For a long moment Cresus’ 
remained motionless. 
back in horror. 

“What’s this?” he screamed. “Four 
dollars? My account is over $5,000!” 

“Four dollars?” Mr. Clutchbill’s 
head bent over the book with the in- 
tentness of a rooster over a corncob. 
“Why ... why—lI brought over the 
wrong book. This belongs to Madame 
Bizard. Excuse me, Cresus . .. my 
error. Don’t tell anybody I showed you 
her poor little account of four dollars.” 

“Get mine, then! Four dollars— 
D of! Madame Bizard ...a poor rela- 

nm.” 

Mr. Clutchbill snapped his grey 

atee and almost jumped in surprise. 
‘She’s related to you? I never knew 

hat!” 

‘Distant ... distant, but I’ll say this, 
She’ never pestered me to give her a 
cer at. I’ll give her that credit.” 

‘T’ve always known her for a noble, 
hard-working widow,” said Mr. Clutch- 
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bill gravely. “She is having to close 
out her little account to get flowers 
for her husband’s grave this Christ- 
mas. But let me get your passbook, 
Cresus.” 

The old director immediately ex- 
changed books. 

“There ... how’s that look? See the 
print plain?” gushed Hiram in a pro- 
fessional voice. 

“Yes ... yes—lI can see fair to mid- 
dling interest.” 

“Fair? It’s a good 2% per cent. 
Fetches 


your account well over 
| $5,000!” scolded Mr. Clutchbill. “I 
| want to congratulate you. There’s 


mighty few in this village could match 
that passbook.” 


AR away from the bank’s little 

Christmas tree, but in clear view, 
had the three men in the bank been 
hiding behind a fence, another Christ- 
mas scene, one pathetically different, 
was taking place. 

Madame Bizard was kneeling beside 
a snow-covered grave and a little head- 
stone. With her work-roughened hands 
she had just laid four red roses against 
the stone. Silently she watched the 
morning sun brighten the half-opened 
rose-buds. She cuddled the _ roses 
close to the stone and held her hand 
on the stone as if to try to warm it. 

“Oh, Pierre,” she said tenderly as 
though comforting a child, “Je me 
souviens . .. we are close again for 
a little minute — and -— and wherever 
you be—Joyeux Noél, just . .. just 
like years ago.” 

Madame Bizard’s voice broke, and 
she rose slowly from her knees. For a 
long moment the world swam before 
her dripping eyes. Then she struggled 
away through the cold silver of Christ- 
mas day. 


S that all?” scowled Cresus La 

Roque with his passbook doubled 
securely in his claw-like hand. 

“All!” said Mr. Clutchbill in a soft 
| voice. “Hiram will mail your new 
glasses as soon as he gets the lenses 
made. And may you continue to be 
lucky, Cresus, luckier than most in 
the days gone by.” 

Cresus got struggling to his feet. 

Hiram Bixby and the old director 
watched him turn without a word of 
thanks toward the outer door. Mr. 
Clutchbill stood motionless, watching 

. . watching for something he hoped 
would happen, a something that now 
looked dim. 

And then, as the old miser drew 
abreast of the cashier’s empty desk he 
| stopped. He felt for the desk, waiting, 
his fingers drumming on the desk top. 
Suddenly he reached up his other hand 
| and dropped his passbook on the desk. 
| “Change the name on that book to 
Marguerite Bizard,” he grated, “and 
| don’t either one of you tell a soul 





where it came from.” 

“Cresus!!” gasped Mr. 
striding forward. 

“Fix it ... fix it quick—before [ 
change my mind!” 

Hurriedly the old director snatched 
a withdrawal slip from the cashier’s 
desk, entered the full amount, and 
placed a pen in Cresus’ hand for his 
signature. 

“Good day, gentlemen,” said Cresus 
dryly, pushing along to the other door. 

Ten minutes later Mr. Clutchbill 
made the most thrilling book entry 
of his life. He even clucked musically 
with his tongue as his pen flowed 
figures of over $5,000 on the faded 
little passbook. 

Hurrying into his ulster, he quickly 
let himself out on the deserted street. 
With the passbook hidden in an ample 
pocket, he turned down toward the 
village’s poor end. A moment later he 
stopped. Far ahead a figure was strug- 
gling slowly homeward. The old direc- 
tor quickened his pace into a long 
stride. 

“Madame Bizard,” he called gently 
when he was a long way down the 
street. 

“Oh, it is you, Mr. Clutchbill. Has 
... has—my home...” 


ADAME Bizard’s old brown eyes, 
still wet with tears, regarded Mr. 
Clutchbill with sudden alarm. 

“No, Madame .. . this appears to 
be my biggest Christmas day ... your 
home is safe forever!” The old direc- 
tor held out a little object. 

Madame Bizard’s eyes alighted on 
the familiar heir!oom, faded and tat- 
tered but still precious with the names 
of Pierre and Marguerite on its old 
grey. cheek. 

“Open it,” urged Mr. Clutchbill. 

Madame Bizard’s hand sought the 
ancient steel-bowed spectacles in her 
bag. She tremblingly put them on, 
and fumbled through the last entry. 

“Far over $5,000!” prompted the old 
director, watching the motionless head, 
bewildered by the rows of figures. 

“Wha... why!” gasped from the 
tear-lined old face. 

“Yes ... yes, it is yours.” 

Suddenly Mr. Clutchbill caught her 
arm. Madame Bizard was swaying un- 
steadily off her feet. 

“This is Christmas, Madame Bizard. 
Don’t you think so? It’s a secret, but 
somebody has opened his heart and 
placed that amount there.” 

“And my home ... the borrow- 
ings—” 

“Come in tomorrow and we will 
wash out from the new balance all the 
little borrowings. Are you all steady 
now ?” 

In the bright shame of daylight 
Madame Bizard fumbled close and 
planted a kiss on the old directoi’s 
surprised face. 
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